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Ellis Of NAIA Hits 
Free Competition As 


Dangerous To Public 


Agents’ President Holds “Irrespon- 
sible Competition” Can Ad- 
versely Affect Insurance 


OPPOSES U. S. REGULATION 


Terms O’Mahoney D. C. Rate Bill 
Philosophy Detrimental Both 
To Agents and Assureds 


If free and open competition becomes 
an uncontrolled pattern for the insur- 
ance business the clock will have been 
turned back 50 years, stated Porter Ellis, 
CPCU, president, National Association of 
Insurance Agents, in an address before 
the 53rd annual convention of the Cali- 
fornia Association in San Francisco this 
week, 

In discussing state or Federal control 
of insurance, Mr. Ellis traced the history 
of the regulation of the insurance indus- 
try by various states since the early 
1800's. He pointed out that the NAIA 
has from its inception supported state 
regulation and the various state Insur- 
ance Departments. He acknowledge the 
need for regulation of the vast business 
of insurance and pointed out that “the 
nature of the business requires the most 
rigid adherence to sound methods of 
operation.” The broad scope and impact 
of insurance on the country’s economy 


and in the lives of individual citizens 
makes regulation essential, he added. 


Backs All-Industry Bills 


Mr. Ellis referred to the statement of 
NAIA before the National Association 
of Insurance Commissioners’ subcom- 
mittee to review fire and casualty rating 
laws and regulations at San Francisco 
this year. In that statement the NAIA 
set forth its belief that the All-Industry 
bills have served the public and the busi- 
ness “extremely well” since their adop- 
tion. It was further stated that “of 
necessity, adaptations have been made 
to fit the geographic and economic needs 
of the various states. We recognize that 
amendments to fit present developments 
such as multiple peril policies need to be 
made, but at the same time we stress 
the necessity for continued recognition 
of local conditions.” 

In support of the All-Industry pat- 
tern’s effectiveness in providing for com- 
petition, Mr. Ellis explained, the state- 
ment also pointed out, as evidence of this 


(Continued on Page 24) 
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Manhattan Casualty Company 
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SPECIALISTS in SERVICE to PRODUCERS 


WORKMEN'S COMPENSATION 
AUTOMOBILE LIABILITY 
BURGLARY 

FIRE and MARINE 


GENERAL LIABILITY 
PLATE GLASS 
FIDELITY and SURETY 
ACCIDENT & HEALTH 


and its Life Affiliate 
The Gotham Life Insurance Company 


Of New York 


LIFE GROUP ACCIDENT & HEALTH 











COLONIAL LIFE'S 


EMPLOYEE GROUP PROTECTION PLANS 
OFFER UNLIMITED SALES OPPORTUNITIES 


Comprehensive Protection for firms with 
up to 24 Employees. ‘‘Big Company” 
benefits providing low cost coverage. 


FOR EMPLOYEES— 
Life Insurance (Accidental Death Benefits optional) 
Loss of Time Benefits (life insurance optional) 


Health Insurance (life insurance optional) (1) Hospital, 
Surgical, Doctors Visits and Maternity Benefits (life 
insurance optional) or (2) Major Medical (life insurance 
optional) 


FOR DEPENDENTS— 


Health Insurance (1) Hospital, Surgical, 
Doctors Visits and Maternity Benefits 
or (2) Major Medical 


Te Colonial Life 


INSURANCE COMPANY OF AMERICA 








Home Office: East Orange, New Jersey 


Affiliated with Chubb & Son, Inc. 


through Federal Insurance Company 











Other Countries Are 
Studying Insurance 
Operations In U. S. 


Third Foreign Group of Execu- 
tives, This One From India, Now 
Touring Offices Here. 


UNDER GOVERNMENT I. C. A. 


India Has Nationalized Life Insur- 
ance But Its Sale is Voluntary; 
Visitors’ Itinerary 





The importance of the life insurance 
business in a developing economy, so 
impressively demonstrated in this coun- 
try and Canada, has been watched for 
years in other nations, several of which 
have sent. officials and other leading ex- 
ecutives here to study American meth- 
ods of operation. 

The latest such group consists of the 
three senior executives of the Life In- 
surance Corporation of India now on a 
two-months study tour brought to this 
country under the International Cooper- 
ation Administration program of the 
U. S. Government. These latest visitors 
are: Sirulur Srinivasan, managing di- 
rector of the India corporation, who is 
leading the team; Ravindra Mehta, sec- 
retary and director of the agency oper- 
ations; and Jayasing Ranadive, actuary. 


The French and Japanese Groups 


In the summer of 1951, 17 French in- 
surance experts spent five weeks here 
under the auspices of the Economic Co- 
operation Administration. This was the 
French Insurance Productivity Group, as 
it was called, headed by Georges Tat- 
tevin, president and general manager of 
the Generale, Confiance and Patrimoines 
companies. The Japanses group, con- 
sisting of 12 executives of leading Jap- 
anese life insurance companies, spent 
six-weeks here in 1956 sponsored by ICA, 
visiting insurance companies and organ- 
izations in the east and middle west. 
This group was headed by Shinichiro 
Kiga, managing director of the Chiyoda 
Mutual Life Insurance Co. of Tokyo. 


Life Insurance Corp of India 


The Life Insurance Corporation of 
India was established in 1956, following 
the nationalization of the life insurance 
business in that country. This was a 
part of the Indian Government’s pro- 
gram for widening and deepening all 
possible channels of public savings, with 
a further objective of accelerating the 
rate of investment and development un- 
der the country’s five-year plan. The 
LIC has a capital of more than $10,- 
000,000, all provided by the Government. 
It is not a department of the Govern- 
ment, but an autonomous body, work- 
ing like any other insurer. The purchase 
of life insurance is wholly voluntary, but 
must now be made through this corpora- 
tion. Upon its establishment, it took 
over all existing business of Indian in- 


(Continued on Page 4) 
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Life insurance underwriters who want to make In direct sales work, sales supervision, manage- 
headway will get a big assist from The Penn Mutual. ment or General Agency work, there are many 
We provide intensive training and educational pro- rewarding opportunities for life underwriters at The 
grams to equip the underwriter for all phases of Penn Mutual, and we do everything in our power 
successful life insurance selling, through advanced to help our associates achieve their goals. This is 
underwriting and estate planning to profit-sharing because we realize that their success is our success— 
and pension plans. their future is the future of The Penn Mutual. 
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President Menge Tells What Company 
Stands For and Function In Economy 


President Walter O. Menge of Lincoln 
National Life delivered an eloquent ad- 
dress before the audience of distin- 
guished guests at the dedication of the 
new home office at Fort Wayne recently. 

“We have met here to dedicate this 
building—its new part and its old part 
modernized and refurbished,” he said. 
“All that we say or do in the fulfillment 
of this purpose must necessarily be as 
an echo of the past in which the founda- 
tions of Lincoln Life as a company and 
of the building were laid by the hands 
of a multitude of Lincoln Life people 
whom we remember and venerate in this 
hour. 

“This building speaks to the world in 
terms of its utility in providing a place 
where the company’s work can be done 
economically and efficiently. Its work is 
life insurance for millions of people, so- 
licited by a host of conscientious men 
and women in the field, and processed, 
recorded and administered by a staff of 
capable home office men and women. 
Concerning it, each of its policyholders 
may say, ‘This is my life insurance com- 
pany’; concerning it, each of its em- 
ployes may say, ‘This is where I work’; 
and concerning it, each of its field men 
and women may say, ‘This is the Home 
Office of the life insurance company I 
represent.’ 

“This building speaks to the world in 
terms of culture and human dignity. Its 
design and its appointments transcend 
the criteria of utility alone to inspire and 
nurture the finer qualities and sentiments 
of those who spend their workaday lives 
within it, and, as well, those who behold 
it from the street or from afar. Ful- 
filling the truism that a good life re- 
quires more than bread alone, its ex- 
terior walls and dimensions bespeak se- 
curity, permanence and beauty while its 
appointments within inspire the quietude, 


order, and grace so necessary to life at 
its best. 


What Building Stands for 


“This building speaks to the world in 
terms of the highest aspiration of life 
insurance—to serve as a handmaid of 
religion, government, law and morals— 
declaring its importance in the lives of 


the human family today and envisioning 
its enlargement and extension tomorrow 
in the lives of the millions who, for eco- 
nomic or political reasons, are yet with- 
out its present or future benefits. 

“This building speaks to the world in 
terms of our confidence and trust in 
today, in tomorrow, in Fort Wayne, in 
the State of Indiana, and in the Ameri- 


can way of life, saying that today is 
better than y yesterday, that tomorrow 
will be better than today, that Fort 


Wayne and the State of Indiana, which 
Spr the years have nurtured Lincoln 
Life, have a date with destiny should 
their opportunities and potentialities be 
always understood and pursued, and that 
the American way of life, with all of 
its imperfections born of human frailty, 
is indispensable to the attainment of the 


good life for men who respect justi®e 


and cherish freedom and peace. 

“This building speaks to the world in 
terms of the Company’s past, of its 
strong leaders, of its employes and their 
labors, of discouragements and defeats 
suffered, of obstacles surmounted, of 
threatening disasters averted, of bright 
days and dreary days, of aspriations ful- 
filled, of zeal and enthusiasm in the 
pursuit and development of ideas of 
conviviality, laughter, joy and camara- 
derie engendered through group activity 
in a common cause and goal. 

“This building speaks to the world in 
terms of the ideals and the spirit of its 
patron saint, Abraham Lincoln. Log 
cabins befitted his youth, yet he at- 
tained through self-imposed discipline, 
and through his innate qualities of 
leadership the eminence which only the 
highest expression of art and grandeur 
can adequately commemorate. Through 
the years this building will stand before 
the world and its people as a symbol of 
the historic character whose name it 
bears. In this fact alone is to be found 
its justification, quite apart from its 
utilitarian attributes adapted to the pro- 
motion and extension of the Company’s 
commercial insurance program. 

“With these sentiments, augmented by 
others which may have occurred to you, 
may I suggest that each of us individu- 
ally, in memory of the devoted Lincoln 
Life people of other days without whom 
this occasion could not have come to 
pass, solemnly dedicate this building in 
humility and gratitude, giving tangible 
expression to this sentiment through the 
act of posting the colors and the singing 
of our National Anthem.” 





Seated (L. to R.) U. S. Senator Homer E. Capehart; Fort Wayne Mayor Paul 

. Burns; Walter O. Menge, Lincoln Life president; and Dr. Frederick L. Hovde, 
president, Purdue University, who was the featured speaker. 

Standing (L. to R.) Congressman E. Ross Adair; Dr. Paul H. Krauss of Fort 

ayne, who delivered the dedicatory invocation; Indiana Insurance Commissioner 

James K. Ashley; and Allen C. Steere, LNL vice president, public relations, who 
served as master of ceremonies for the dedication program. 





Formal dedication ceremonies were conducted for the new multi-million-dollar 
home office addition of Lincoln National Life at Fort Wayne, Ind. More than 2,000 


invited guests were present for the ceremonies and for guided tours of the com- 
pany’s new facilities. 


Prominent Guests at Dedication of 


Lincoln National Life’s New Home 


The Lincoln National Life, Fort 
Wayne, Ind. dedicated and formally 


opened its new multi-million-dollar home 
office addition on October 9. More than 
2,000 invited guests were present for the 
formal dedication ceremonies which were 
held out-of-doors on the company’s main 
entry plaza. 

Walter O. Menge, Lincoln Life presi- 
dent, delivered the dedicatory address, 
asking that the building be dedicated “in 
memory of devoted Lincoln Life people 
of other days, without whom this oc- 
casion could not have come to pass.” 

Featured speaker for the event was 
Purdue University President Frederick 
L. Hovde, whose topic was “Encourage- 
ment Unlimited.” Dr, Hovde provided a 
searching look at the Nation’s assets, 
spiritual, intellectual, and material, as 
an antidote against “the prophets of 
doom.” In conclusion, the speaker said, 
* let us dedicate ourselves to the 
achievement of excellence and to the 
service of our fellowmen in the same 
sense that our friends with Lincoln Na- 
tional Life dedicate this building today.” 

Special guests in attendance included 
U. S. Senator Homer E. Capehart, Con- 
gressman E. Ross Adair, Fort Wayne 
Mayor Paul M. Burns, and Indiana In- 
surance Commissioner James K. Ashley. 
Among the honored guests given public 
recognition during the ceremonies was 
a delegation of eighteen Lincoln Life 
agents and general agents representing 
the company’s field force of more than 
2,400 agents. Sixteen of the field repre- 
sentatives were winners in their respec- 
tive areas during Lincoln Life’s Presi- 
dent’s Month contest. The remaining 
two were David Warshawsky, Cleveland, 
O., the company’s Agent of the Year 
for the past five years, and Lester S. 
Becker of St. Louis, general agent of 
Linco'n Life’s leading agency for 1959. 

Allen C. Steere, LNL vice president, 
public relations, ‘served as master of 


ceremonies and music for the dedication 
was furnished by the Fort Wayne Phil- 
harmonic Orchestra. Upon conclusion of 
the formal program, guests were invited 
to tour the company’s new facilities. 

Prior to the dedicatory program, 
Lincoln Life played host at a luncheon 
for some 500 top-ranking officials rep- 
resenting insurance companies from 
many parts of thé United States. Com- 
pany employes and their families were 
entertained at a preview showing of the 
new facilities on the day prior to. the 
formal program; and on October 16 a 
special Open House was held for Fort 
Wayne area residents. 





LIAMA Meeting Speakers 


Frederick L. Wehr, president of Monu- 
mental Life, will open the Thursday 
morning session (November 17) of the 
Life Insurance Agency Management As- 
sociation’s annual meeting in Chicago. 
Mr. Wehr’s speech is entitled “A Presi- 
dent Looks at His Agency Investment.” 

Following Mr. Wehr’s address, George 
Dunbar, vice president in charge of 
agencies for Mutual Life of Canada, will 
speak. Title of his talk is “What Price 
Progress,” a discussion of his company’s 
development program. 

Final speaker of the morning will be 
Dr. Kenneth McFarland, educational 
consultant for General Motors. His 
speech, “Wake the Town and Tell the 
People,” will bring to a close the 43rd 
annual meeting of LIAMA. 

As previously announced, the meeting 
begins November 14, with association 
committees meeting. through the day. 
General sessions begin Tuesday morning 
and continue through Thursday noon. 

Lewis W. S. Chapman, director of 
company relations for LIAMA and How- 
ard H. Becker, general office manager, 
are responsible for the meeting arrange- 
ments, 
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Actuary Patriot Life 





JOHN G. McLAUGHLIN, JR. 


John G. McLaughlin Jr. has been ap- 
pointed actuary for Patriot Life of New 
York, it was announced by Arthur W. 
Theiss, executive vice president. 

Mr. McLaughlin is a Fellow of the 
Society of Actuaries and has been in the 
actuarial field for 12 years. Prior to 
joining Patriot Life this month he was 
associated with Teachers & Annuity 
Association and the consulting actuarial 
firms of Kwasha, Lipton & Clarke and 
the Wyatt Co. 

Mr. McLaughlin is a graduate of Hav- 
erford College with a B.S. degree in 
chemistry. He served as an officer in the 
U. S. Navy during Word War II. He is 
married, has four children and lives in 
East Paterson, N. J. 

Patriot Life is a subsidiary of C.LT. 
Financial Corporation, the nation’s larg- 
est independent consumer and industrial 
financing company. 





Joins Protective Life as 


Agency Vice President 

C. M. Barricklow has been named 
agency vice president of Protective Life, 
Birmingham, according to an announce- 
ment by William J. Rushton, president. 
Mr. Barricklow entered the life insur- 
ance business in 1938 with Business 
Men’s Assurance, Kansas City. 

He served ten years as an agent and 
district supervisor in Ponca City, Okla., 
for Business Men’s Assurance and then 
was promoted to the home office agency 

- department as sales assistant in 1948. In 
1949 he became assistant to the vice 
president and in 1953, assistant vice pres- 
ident for Ordinary insurance. He was 
elected to the position of vice president 
in charge of Group insurance in 1955, 
which position he held until accepting 
the agency vice presidency of Protective 
Life. 

Mr. Barricklow has been active in in- 
dustry organizations, having served on 
the Group insurance committee of the 
Health Insurance Association of Amer- 
ica, the Group forum subcommittee, as 
a member of the State Committee of 
Health Insurance Council and also the 
medical relations committee of that or- 
ganization. He is past vice chairman of 
the Missouri Health Insurance Council 
Committee. 

His civic activities include member- 
ship on the board of the YMCA, Ser- 
toma Club and Diabetes Lay Society of 
Kansas City, and Jackson County Child 
Welfare Advisory Committee. He also 
served as Lay Leader in the Central 
Methodist Church in that city. 

While residing in Ponca City, Okla., 
Mr. Barricklow served as president of 
the Junior Chamber of Commerce, Life 
Insurance Association, and the Com- 
munity Concert Association. 


N. Y. State Association 
Meets Nov. 11 at Massena 


Group insurance developments, the 
1961 legislative program, and discussions 
of faternal and savings bank life insur- 
ance are to be the key topics on the 
agenda for the 42nd annual fall delegate 
meeting of the New York State Asso- 
ciation of Life Underwriters. The meet- 
ing, which will take place November 
11, at the Schine Inn at Massena, N. Y., 
will also tackle the problems facing local 
associations in the field of membership, 
dues, programs, and coordination of ac- 
tivities, according to Robert (M. William- 
son of Rochester, secretary-treasurer of 
the State Association. 

The delegates will convene with their 
regional vice presidents in seven work- 
shops during the morning part of the 
program and exchange’ ideas on 
strenghening their local units as well as 
taking under consideration recommenda- 
tions for state-wide association action on 
problems affecting the industry. The 
presidential report will be delivered by 
President Harry K. Gutmann, CLU, at 
the luncheon meeting to which all life 
underwriters are invited, 

In the afternoon, a general session will 
be held and the membership as a whole 
will review developments since the last 
meeting in May and formulate plans for 
the coming association year. 

This year’s meeting will continue to 
follow the format of “the workshop” 
session which have become a tradition of 
the State Association rather than meet- 
ing in “convention” as do other state 
and national professional and industry 


groups. —e ; 
The New York State Association of 
Life Underwriters has found that in 


addition to its members being able to 
lend advice and knowledge to their fel- 
low underwriters, the workshop format 
permits greater dissemination of infor- 
mation and a more aggressive and com- 
prehensive program to be undertaken. 








LIFE BROKERAGE SUPERVISORS 


Five men needed to manage our Life brokerage operations in Char- 
lotte, Chicago, Cleveland, Reading, Pa. and Washington. Must develop 
life business through licensed agents and brokers. At least five years’ 
experience in selling, agency supervision and brokerage in the ordinary 
field, also a good working knowledge of Group Life and A&H brokerage 
development necessary. Position offers excellent salary, car and ex- 
penses, plus incentive. Send complete resumé, or call Dir, of Sales, 
Valley Forge Life Insurance Co., Reading, Pa., member of American 
Casualty Group. All replies confidential. 








W. B. Wallace to Address 
Gotham Group of LAA 


The role of advertising, sales promo- 
tion and public relations in the recruit- 
ment of new agents will be the subject 
of the first meeting of the 1960-61 sea- 
son for the Gotham Group of the Life 
Advertisers Association. The luncheon 
theeting is scheduled for November 2 at 
Keen’s Chophouse, in New York. 

William B. Wallace, director of sales 
research and development of Home Life 
oi New York, will be guest speaker. 
A Million Dollar Round Table member 
from Washington, D. C., Mr. Wallace 
entered sales management in 1956 and 
in his present assignment is responsible 
for Home Life’s recruitment program. 

The Gotham Group is an organization 
of New York City area members of the 
Life Advertisers Association, It holds 
monthly luncheon meetings on subjects 
of interest to life insurance sales pro- 
motion, advertising and public relations 
personnel, Heading the group this year 
are William S. Weir, OLU, assistant di- 
rector, public relations and advertising, 
Prudential, chairman; Henry Farber, 
director of sales promotion, Home Life, 
vice chairman; and Bruce L. Roberts, 
press relations division, Equitable Life, 
secretary. 





reap the rewards. 


of Agencies. 





Why be one of a crowd 
when you can 
be one of a kind? 


Our General Agents never get lost in the shuffle! They’re 
aggressive, ambitious, hard-working — and we see to it they 


Liberal vested contracts, a fast-selling portfolio of policies, 
modern merchandising, field help when you want it, are some 
of our obligations to our Agents. That’s why they are making 
more money and. building bigger futures with us. 


Choice territories are open. If you think you’re “hot enough” 
to handle one, call or write Norman H. Tarnoff, C.L.U. Director 


NORTHEASTERN LIFE 


Insurance Company of New York, Mount Vernon, New York. 








Study U. S. Operations 
(Continued from Page 1) 


surers and the Indian business of for- 
eign insurers. The previous insurers 
were paid compensation in cash. 
During their visit in this country, the 
three executives will visit the Institute of 
Life Insurance, the Life Office Manage- 
ment Association and the Life Insurance 
Agency Management Association. These 
three organizations are orienting them to 
the business generally and will also ar- 
range visits at several home offices, in- 
cluding both small and large company 
operations. ) 
The purpose of their study tour of the 
U. S. is to explore the management, ac- 
tuarial, underwriting and financial oper- 
ations of the business in this country, 
as a part of their program of rapid de- 
velopment of voluntary life insurance in 
India. A five-year objective has been set 
up to double the per capita ownership 
of life insurance in India. The corpora- 
tion, exclusive underwriter of life in- 
surance in India, now has nearly 7,000, 
life policies in force, for a total of 
$4,000,000,000, which is seven times the 
aggregate at the start of World War II. 
The new business written last year 
totaled well over 1,000,000 policies for 
about $850,000,000. The aggregate assets 
of the corporation have reached the $1,- 
000,000,000 mark and annual premium in- 
come is over $170,000,000. 


The Agenda 


The India visitors made their first 
call in this country at Institute of Life 
Insurance where Arthur C. Daniels, vice 
president and secretary of the Institute, 
helped plan their itinerary and made ap- 
pointments for their meeting officers of 
companies and associations. After a call 
at IBM the visitors went to Canada 
where they attended annual meeting of 
LOMA in Toronto and in Montreal they 
called on Sun Life of Canada. Returning 
to New York they met staff officers of 
LOMA. Next, LIAMA in Hartford was 
visited followed by calls in head offices 
of Aetna Life, The Travelers, Connecti- 
cut General and Connecticut Mutual. 
Next city was Boston where executives 
of New England Life and John Han- 
cock were seen. Back in New York there 
were visits to Metropolitan Life for 
study of scope of insurance activities in 
preventative medicine and for review of 
the medical-actuarial research of over- 
weight and underweights. At end of last 
week they visited New York Life, study- 
ing housing subjects, financing elemetits 
and market research. Then Equitable 
Society was seen for inquiry into Group 
insurance and allied topics. 

Itinerary this week started with Mu- 
tual Benefit Life and The Prudential in 
Newark; then to Philadelphia where calls 
were made on Provident Mutual Life and 
American College of Life Underwriters. 
Next move was to Baltimore Life where 
they were met by President Henry E. 
Niles. Washington came next where 
there was a visit to Loran E. Powell of 
Life Underwriters Training Council. 

November visits will include Lincoln 
National Life at Fort Wayne, Ind., and 
American Service Bureau, Chicago. At 
Bloomington, IIl., a visit will be made to 
State Farm Life and the American trip 
will conclude by attendance at Life In- 
surance Agency Management Association 
convention at Edgewater Beach Hotel, 
Chicago, November 14. 
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Colonial Life Appoints 
New Assistant Counsel 


GEORGE H. CALLAHAN 


Appointment of George H. Callahan 
as assistant counsel for Colonial Life of 
America was announced by Richard B. 
Evans, president. Prior to joining Co- 
lonial Life, Mr. Callahan was in general 
practice as a partner with the Newark 
law firm of Consodine, Callahan & Far- 
ley. 

Mr. Callahan graduated from Seton 
Hall Preparatory School and Seton Hall 
College where he received his bachelor 
of science degree. After graduating 
from Harvard Law School in 1948, he 
became associated with the law firm 
of Riker, Emery and Danzig. Later, he 
entered into partnership with Lowen- 
stein, DelTufo, Callahan & Kean, New- 
ark attorneys. 


He is a member of the American Bar 
Association; Essex County Bar Associa- 
tion and is also a member of the latter 
Association’s character and fitness com- 
mittee. He is borough attorney of Glen 
Ridge, N. J. 

During World War II, he served as a 
lieutenant in the U. S. Naval Reserve 
and saw action in the Pacific. 





Basic Training Course 
By Steinberg Associates 


The semi-annual pre-induction train- 
ing course given by B. William Stein- 
berg & Associates, Inc., general agents 
of Massachusetts Mutual Life, will start 
on November 29, at the agency’s offices, 
225 Broadway, New York. This course 
not only prepares agents for the New 
York State life insurance examination, 
but serves as an introduction to the 
specialized programming, estate analysis, 
and advanced underwriting procedures 
exclusively employed by the agency. 

Consisting of 11 two-hour sessions, the 
class will meet every Tuesday and 
Thursday from 6 to 8 p.m. The material 
covered includes analysis of life insur- 
ance policy forms and provisions as well 
as basic discussion of settlement options, 
National Service Life Insurance, Social 
Security, and veterans benefits. 

Instruction is given in basic program- 
ming techniques, and each class mem- 
ber develops his own personal insurance 
program. Finally, the course gives an 
introduction to income, gift and estate 
taxes, as well as problems involving wills 
and trusts. 

Classes will be conducted personally 
by Mr. Steinberg and his supervisory 
staff. Attendance at the pre-induction 
course is open to all brokers who would 
like to have an introductory basic course 
in programming and estate analysis and 
to anyone interested in preparing for the 
life insurance agent’s license examina- 
tion. Enrollment is by personal inter- 
view. 


F, J. Murphy Appointed 
Manager for Union Mutual 

Francis J. Murphy of Portland, Ore., 
has been appointed manager of Union 
Mutual Life’s new agency office at Port- 
land, according to an announcement by 
Executive Vice President John R. Carn- 
ochan. 

Mr. Murphy goes to Union Mutual 
with 12 years’ experience in the busi- 
ness, the majority of which was as agent 
and general agent for Monarch Life. 


Most recently, he has been a general 
agent for Loyal Protective. 

A native of Waterbury, Conn. Mr. 
Murphy attended the Bentley School of 
Accounting and graduated from Yale 
University with a major in economics. 
He is a member of the Life Managers 
Association, Life Underwriters Associa- 
tion, and the Accident and Health Asso- 
ciation. Mr. Murphy has also earned his 
CLU designation this year. 

During World War II, Mr. Murphy 
served in the Navy aboard the USS 
Perkins in the Pacific and was dis- 
charged after 5% years of service with 
the rank of ensign. 


E. B. Drake Dead 


E. B. Drake, a member of the board 
of trustees of Bankers Life of Nebraska, 
died in Lincoln recently. He was 74. 

Mr. Drake retired from active service 
with Bankers Life in 1955 after 23 
years service. He was vice president in 
charge of investments, Joining the com- 
pany in 1931, he was appointed treasurer 
in 1934, and became vice president in 
1950. 

He is survived by his wife Ruth, and 
two sons: Dr.-Ellet H. Drake of Detroit, 
and Charles, ofLincoln. 








First. It makes sense to prospects. 


Why Sell Change-Easy Insurance? 


(As advertised in Saturday Evening Post) 


Change-Easy is Occidental’s modern programming 


concept that allows a single policy to be adapted to meet most 
life insurarice needs. To his original policy, your 
client may add up to eight different riders to cover new 


needs as they arise. 


EXAMPLE: He may add (through you, of course ) 
mortgage protection, family income, disability income, 


additional term, family plan—and more. 


Second. Change-Easy builds clients. 


As your client expands his basic policy, he automatically 


expands your business. 


Third. Sales help. 


National advertising and visual aids bolster your 


personal selling. 


Fourth. Cost. 


One Change-Easy policy costs less than separate policies 


covering the same needs. 


Why sell Change-Easy? It protects your client’s future. Yours, too. 


O C C I D E NTAL L I FE Insurance Company of California 


(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


Home Office: Los Angeles/ Earl Clark, C.L.U., Vice President 


We pay Lifetime Renewals...they last as long as you do! 
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CUT OUT AND SAVE... {T'S WALLET-SIZE 


; Extra Values for 


! Sub-standard Cases 


% 

} 

‘ 

i 

ff. Your sub-standard case may be eligible J 
to get insurance with his entire premi- I 
um earning cashevalues and dividends! 

. Get the facts on our “years-to-age rat- i 
ings”—now available—to help you offer J 
f2 hard-to-ignore extra selling (and y 
g-Service) value to your rated cases. t 
i 


Specific informa- 
tion and illustra- 
tions are yours for 1 
the asking...all 
backed by the , 
reputation of one 1 
of the great old- 
line companies in 
the world. 1 





| As close to you as your telephone | 


! Matt Jaffe Associates, Ltd. | 


t 431 FIFTH AVENUE,N.Y. «© MU 4-5779 § 
i General Agents i 
{ The Canada Life Assurance Jj 
{ Company, Toronto,Canada Jj 


Conn. Mutual Supervisors 
Meeting at Home Office 


Supervisors in charge of brokerage 
business at 18 agencies of Connecticut 
Mutual Life are in Hartford this week 
attending a special conference at the 
company’s home office. 

The meeting is one of a series being 
held by the Connecticut Mutual to train 
supervisors to assist general insurance 
men in developing life insurance busi- 
ness. The conference is under the direc- 
tion of E. G. Walls, CLU, superintendent 
of agencies, and Lyman B. Whelan, 
agency assistant. 





Castro Seizes Ins. Offices 


The New York “Times” reported 
Wednesday that the Castro government 
in Cuba, as part of its extension of 
nationalization of property of American 
companies operating there, had taken 
over the offices of about 30 insurance 
companies, representing all segments of 
the industry. 


Scranton General Agent 
For Occidental of Calif. 





JOSEPH N. CONNOR 


Joseph N. Connor has been appointed 
general agent in Scranton, Pa. for Oc- 
cidental Life of California. 

Mr. Connor joins Occidental after 12 
years in the insurance with 
Prudential. For the past ten years he 


business 


has been staff manager in Prudential’s 
Carbondale, Pa. office. 

A native of Scranton, he received his 
education there and served in the Navy 
for four and one-half years 
World War IL. 


during 





Victor Whitehorn Honored 


General agents, associate general 
agents, and company officials of Eastern 
Life of New York attended a recent 
luncheon to honor company president 
Victor Whitehorn on his birthday. As 


“birthday presents,” general agents pre- 
sented to Mr. Whitehorn applications 
representing $1,250,000 of insurance. 
Since the affair had been planned as a 
surprise party, Mr. Whitehorn was ac- 
companied to the club by Harry Yarin, 
vice president and secretary, on the pre- 
text of attending a business meeting. 
Mr. Whitehorn later confirmed that the 
secret had been well-kept; he was com- 
pletely surprised when he was greeted 
by fie'd force and home office personnel 
and by Mrs. Whitehorn, who had come 
from their home in Scarsdale for the 
occasion. ; 
Murray April, director of agencies, 
stated that the party had been conceived 
as a small token of the esteem in which 
Mr. Whitehorn is held by his associates. 





Life General Agent $15,000 
Life Actuary 15,000 
Life Agency Director 15,000 
Personnel Manager 13,000 
Systems/Procedure Supv. 10,000 
Life Controller 10,000 


330 S. Wells Street 





Choice Selection 
EASTERN INSURANCE POSITIONS 


These positions representative of openings in Casualty-Fire-Life-A&H 
in all areas of the country. Confidential handling keynote of all trans- 
actions. Write for "HOW WE OPERATE". No obligation to register. 


FERGASON PERSONNEL 


Insurance Personnel Exclusively 
HArrison 7-9040 





Life Agency Supv. $10,000 
Pension Dept. Supv. 10,000 
Senior Life Under. 10,000 
Actuarial Assistant 8,000 
Life Asst. Controller 7,500 
Credit Life Repr. 7,500 


Chicago 6, Ill. 








Georges Lafrance Leaves 


Quebec Insurance Dep’t 


The retirement on pension of Georges 
Lafrance, Superintendent of Insurance 
for Quebec, is announced following the 
release of a report of an inquiry com- 
mission appointed last August to investi- 
gate the failure of a taxi owners mutual 
insurance association that was organized 
three years ago. The report was critical 
of the supervision given the affairs of 
the company. 

Mr. Lafrance was appointed Superin- 
tendent by the Union Nationale Adminis- 
tration in 1937. The liberal party last 
June won a general election in the Prov- 
ince and formed a new administration. 

Superintendent Lafrance has been in 
poor health since the tragic death of 
his wife in an automobile accident 18 
months ago. One of the most popular 
of chief officers of Provincial Insurance 
Superintendents, he has attended many 
conventions in the Commonwealth of 
American life insurance companies as 
well as those of Canadian. He is also one 
of best known figures at National Asso- 
ciation of Insurance Commissioners an- 
nual conventions in this country. 





Mutual Of New York Names 
Anton at Hayward, Calif. 


Mutual Of New York is continuing 
expansion of its California operations 
with the opening, November 1, of a new 
agency in Hayward. It will be MONY’s 
third new California agency this year, 
and 23rd in the state. 

Manager will be Roger K. Anton, a 
veteran of 13 years in the insurance 
field. He joined MONY in 1957 as as- 
sistant manager of the Newark agency, 
after seven years as an agent with Mon- 
arch Life. Mr. Anton has been taking 
special managerial training at MONY’s 
home office since last January. 

Mr. Anton is a native of New Jersey 
and was a Navy pilot in World War II. 
He has studied at Wesleyan University 
and Rensselaer Polytechnic Institute. 





M. P. Arden to Address 
Life Supervisors, N. Y. Nov. 9 


M. P. Arden, general agent, National 
Life of Vermont, will be the guest speak- 
er of the Life Supervisors’ Association 
of New York at its November 9 lunch- 
eon meeting. 

Mr. Arden will talk on the govern- 
mental and judicial position concerning 
finance deposit insurance. He will out- 
line what the position has been, is cur- 
rently, and will attempt to prognosticate 
future trends in this area. He will give 
particular attention to recent Treasury 
Department action and court decisions, 
which have adversely affected the sale 
of minimum deposit insurance and other 
finance deposit contracts and concepts. 


LIFE INSURANCE 





wv vyrvvvvvw VVY 


Announcement 
MUTUAL FUNDS 


Well Known Penna. Man Dies 


C. BRAINERD 


METHENY 


C. Brainerd Metheny, general agent 
in Pittsburgh for Fidelity Mutual Life 
since 1934, died in Beaver Falls, Pa. on 
October 19. He was 71. 

Native of Pittsburgh, Mr. Metheny 
graduated from Geneva College in 1911 
and from Carnegie Tech as a chemical 
engineer in 1913. He taught in high 
school and served as a pilet in the Air 
Force in World War I before entering 
life insurance in 1919, 

He was past president of the Penn- 
sylvania State Association of Life Un- 
derwriters; past-president of the Pitts- 
burgh Life Underwriters Association; 
member of Life Managers Association 
and Pittsburgh Life Insurance and Trust 
Council. He was director of the Beaver 
Valley YMCA; past-president of the 
Beaver Falls Kiwanis Club; past lieu- 
tenant-governor of Division 2, Kiwanis; 
member of the executive council of the 
3eaver County Boy Scouts; and a mem- 
ber of the International Brotherhood of 
Magicians. Also, he was_ past-com- 
mander, Beaver Falls, Post 261 of the 
American Legion; a member of the 
Geneva College Athletic Board of Con- 
trol; a Life Member, Geneva College 
Economics Club. A trustee of Geneva 
College, Beaver Falls in 1945, he was 
awarded the Life G by Geneva College 
and in 1954, Geneva College conferred 
upon him the Degree of Doctor of Laws. 

Mrs. Metheny died March 29, 1956. 
Mr. Metheny is survived by three sons 
and one daughter. One son, Richard, 
has been associated with his father in the 
Pittsburgh office of Fidelity Mutual Life. 
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A. & H. 





fringe benefits. 





Our office has a New Look! 
accommodate four TOP PRODUCERS. We offer 
a unique commission arrangement plus private 
office — secretary — private telephone — group 


THE MARK DAVIS AGENCY, INC. 
General Agents 


CRAIN ASSOCIATES, INC. Broker-Dealer 
114 Main Street, Hempstead, N. Y. 


We can now 


IVanhoe 5-2414 
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Wrote $1 Million in First 
Eleven Months With Hancock 


STANLEY RASKIN 
Stanley Raskin, with Wm. R. Bagg 
and Associates, John Hancock, Fort 


Worth, is one of the agents who made a 
quick success of writing life insurance. 
Starting on February 1, 1959, after being 
with an auto parts company for 15 years, 
he wrote over a million of life insurance 
in his first year in addition to having 
$1 million of Group credits. In the 11 
months he was writing insurance in 
1959 he paid for 65 lives. He also quali- 
fied for the “President’s Round Table,” 
the highest production club of the John 
Hancock. 

Mr. Raskin’s previous sales experience 
has contributed to his success in the in- 
surance business. His sales have included 
business cases, estate planning cases as 
well as individual policy sales. An ag- 
gressive and hard working individual, 
he is dedicated to the life insurance 
business. 

William R. Bagg, OLU, his general 
agent, says of Mr. Raskin that “his early 
and outstanding production is primarily 
the result of his belief in the business 
and his natural sales flair.” 





Honor Vincent T. Hirsch 

Vincent T. Hirsch, manager for The 
Prudential at Asbury Park, N. J., was 
honored by the New Jersey State Asso- 
ciation of Life Underwriters as New 
Jersey’s Life Underwriter of the Year 
for 1960 at a testimonial luncheon this 
week at the Spring Lake Country Club. 
State Senator Richard Stout was the 
principal speaker and President Harry 
Berger of the Monmouth Association of 
Life Underwriters presided. Repre- 
sentatives of the State Association from 
throughout New Jersey were present. 

Mr. Hirsch entered the life insurance 
business as a Prudential agent, in 1948, 
Seeeed for the Million Dollar Round 

lable the following year, and was ap- 


pointed a Prudential division manager 
in 1950. In 1955, he became manager of 
the newly formed Prudential Jersey 


Shore Agency with headquarters in As- 
bury Park and this year the company 
changed the agency's name to V. 
Hirsch & Associates. 





Group Changes by Phoenix 


Howard E. Duesing has been named 
district Group manager in Philadelphia 
for Phoenix Mutual Life. He was form- 
erly the company’s district Group man- 
ager in Virginia. 

Phillip W. Foraker will succeed Mr. 
Duesing in Virginia as district Group 
Manager. He was formerly district 
a manager for the company in Ore- 

n. 


Gen’! Agents Association 


Of Mutual Trust Elect 


The General Agents’ Association of 
Mutual Trust Life elected the following 
officers at its recent annual meeting in 
Chicago 

Waldo Carlson, Iron Mountain, Mich., 
president; Paul Jurnove, South Hemp- 
stead, N. Y., first vice president; George 
Wemyss, Portland, Maine, second vice 
president; Garnett Lentz, Hillsdale, 
Mich., secretary-treasurer. 


On the advisory committee are Carl 
Homann, Madison, Wisconsin; Berney 
Bergen, New York; Lester I. Lester, 
New York; Waldo Carlson, Iron 
Mountain, Mich. 

Directors of the association are Rich- 
ard Horan, Concord, N. H.; Harvey 
Smith, Fort Plain, N. Y.; George Hol- 
gate, Eau Claire, Wisconsin. 

Featured speaker at the yearly meeting 
was Ray Patterson, field consultant for 
The Research and Review Service of 
America, Inc., who discussed agency 
building. 


Increases Dividend 
Manufacturers Life has announced an 
increase in the scale-of dividends paid to 
policyholders. to take effect January 1, 


1961. This increase will be the 8th since 
1951. ; 
Also announced is an increase trom 


34%4% to 4% in the rate of interest to be 
paid in 1961 on dividends on deposit. 
Policy proceeds left with the company 
under settlement options with provision 
for surplus interest will also receive the 
new rate provided they have been left 
on deposit for at least one year. 


































































































Eastern Life Agents... 


_have more than 





doubled our 





INSURANCE IN FORCE 


in the past four years! 


GO EASTERN! 





INSURANCE 


over 
$165.7 


MILLION 


IN 
FORCE 


$82.4 


MILLION 
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Maurice Blond Joins 
Hamilton Life of N. Y. 


OPENS 15 PARK ROW OFFICE 


Eighth General Agent Named by Com- 
pany Since Formation This Year; New 
Appointee Has Broad Background 








Maurice Blond, a life member of the 
Million Dollar Round Table, has opened 
an office at 15 Park Row here to serve 
as general agent for Hamilton Life of 
New York. 

President John E. 
Life said that Mr. 


Kenny of Hamilton 
Blond is the eighth 


MAURICE 


BLOND 


the 
this 


agent to be appointed by 
since its formation early 


general 

company 

year. 
Mr. 


planning, 


Blond has specialized in estate 
pension trusts and business in- 
surance during his 15 years in the in- 
surance field, most recently as a genera! 
agent for Guardian Life. 
A past 
branch of 


president of the Brooklyn 
the Life Underwriters As- 
sociation of the City of New York, he 
is much in demand as a speaker and 
writer on insurance topics and recent y 
addressed the London Insurance Bro- 
kers Association. 

Mr 
visor 


for 


Blond has been an insurance ad- 
to the New York State Legislature 
several years, including the period 
ee the State Insurance Department 
was headed by Leffert Holz, now a Ham- 
ton Life director. 
ifn additi 


tion in 


ion to his extensive participa- 
insurance trade circles, Mr. 
Blond is an officer and director of the 
following organizations: Clark House 
Alumni Assoc., Grand Cos Settlement 
Alumni Assoc., Henry Street Settle- 
ment, Federal Credit Union, Lower East 
Side eng foie Assoc., B’nai B’rith, 
and Temple Hillel. He is also chairman 
of the United Tewish Appeal’s special 
gifts division for the insurance industry. 

Mr. Blond, who serves as commissioner 
of economic development for Queens, 
lives with his wife and two children in 


Beechhurst, Queens. 


Walter V. Verhille Dead 


Walter V. Verhilie, of Ottumwa, Iowa, 


general agent for Kansas City Life in 
eastern lowa, died recently, following a 
heart attack. He is survived by his 
widow, Gwendolyn, and three children, 
Mary Ann, Donald and Robert. Robert 
is an agency associate. 

Mr. Verhille was appointed general 


agent in 1949, following several years of 
experience in insurance. He was a past 
officer of the Ottumwa Life Underwriters 
Association, qualified several times for 
the President’s Club, was presented a life 
membership in the lowa Quarter Million 
Club in Des Moines. 





Pinnell and Schumacher 
Named by Gen’l American 


General American Life has named the 
Pinnell-Schumacher, Inc. agency as its 
general agent in Sikeston, Mo. The 
agency is headed by William B. Pinnell 
and Francis X. Schumacher, Jr., CLU. 

Mr. Schumacher, currently Missouri 
state president of the Life Underwriters’ 
Association, has held many offices in 
local and state underwriters’ organiza- 
tions. He entered the life insurance busi- 
ness in 1941 and has had experience as 
an agent and manager with Metropoli- 
tan. Since 1955 he has been vice presi- 
dent of a Sikeston insurance agency 
which was a predecessor of Pinnell- 
Schumacher. 


Mr. Schumacher, a CLU since 1954, is 
also a graduate of LUTC. He has taught 
classes in both CLU and LUTC. A 
former professional baseball player, Mr. 
Schumacher was a physical training in- 
structor in the Navy. He is active in the 
Knights of Columbus, American Legion, 
and the local CLU chapter. 

Mr. Pinnell, also a graduate of LUTC, 
entered the insurance business in 1955 
and most recently represented Conti- 
nental Assurance. He served four years 
in the Navy and is active in the Ameri- 
can Legion and 40&8, as well as the 
Chamber of Commerce, Knights of Co- 


Nouri Agency Meeting 
The Nouri Agency of New England 
Life, 200 East 42nd Street, New York, 


held an educational meeting recently at 
its offices at which Harry Phillips, CLU, 
CPCU, president of the Life Under- 
writers Association of the City of New 
York. was the principal speaker. Mr. 
Phillips’ talk was followed by a question 
and answer period on the subject of 
work habits and attitudes which “Make 
General Insurance Pay.” 

This meeting inaugurated an annual 
series of bi-monthly meetings for mem- 
bers of the agency and friends. Future 
meetings, which are held on alternate 
Fridays, will deal with such subjects as 
business insurance, pensions, Group and 
other facets of insurance and selling. 
Arrangements have been made to have 
Bernard Ejiber. CLU, LL.B., former 
president of the New York CLU Chapter, 
address an early meeting on “The Busi- 
ness Man’s Estate.” 





lumbus and Rotary. 
Scoutmaster. 


Both Mr. Pinnell and Mr. Schumacher 
received their educations at Southeast 
Missouri State College. Both were mem- 
bers of the Missouri Round Table for 
1958 and ’59, 


He is a Boy Scout 
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brand of selling genius. 


with new, more liberal 


Life Insurance Company. 
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~ Valley Forge Life 


Successful life sales are not so much a matter of “getting the 
as of offering the best policies—backed by your own 


One extremely desirable Valley Forge program is Group Life 
“maximums’ 
groups of 10 to 24 and $40,000 maximum on groups of 25 
and up. With “evidence of insurability”, even higher amounts 
are available where states permit. 


Like to know more? Write to: Assistant to President, Valley Forge 





Affiliate of the American Casualty Group 
READING, PENNSYLVANIA 


IN THESE STATES: Alabama, California, Delaware, District of Columbia, Florida, Georgia, 
Idaho, Illinois, Louisiana, Maine, Maryland, Michigan, Minnesota, New Jersey, North Car- 
Ti , Texas, Utah, Virginia, West Virginia and Wisconsin 


Helps You 
Make 
Your Own 
Good 
Luck 


", For example: $20,000 for 

















Atlantic Life in Pension 


And Profit-Sharing Field | 


ROBERT N. CHAMBERS 


Atlantic Life has entered the pension s 
has ap- © 


and profit-sharing field 
pointed Robert N. Chambers, formerly 
with the Garot-Christman Agency of 
Green Bay, Wisconsin, as head of the 
new agency department division. 

One of the proposals Atlantic Life will 
offer is a deferred profit-sharing plan, 


and 









funded in part by permanent life in- | 
surance with the balance split between | 
an investment medium and funds to be | 


held by Atlantic Life at a guaranteed 
minimum fixed interest rate. This bal- 
anced program is designed to protect the 
employe participants against sharp 
fluctuations in the purchasing power of 
the dollar, and at retirement guarantee 
income in addition to their social sec urity 
benefits. 

The contributions to the plan would 
be paid into a tax exempt profit-sharing 
trust, which would benefit both employer 
and employe, as any accumulations and 
profits to this trust would be tax de- 
ductible until paid out—and then would 
receive favorable treatment as a long 
term capital gain on lump sum distribu- 
tion. 

Mr. Chambers, a graduate of the Pur- 
due University School of Life Insurance, 
has 14 years experience in this field and 
will be responsible for all training in 


SST “CLEVES F 5.t 


both field and home office as related to | 


pension and profit-sharing plans. 





Angus B. Rosborough Dies; 
Mass. Mutual General Agent 


Angus B. Rosborough, CLU, general 
agent for Massachusetts Mutual Life in 
Jacksonville, Fla. for 22 years, died re- 
cently in Jacksonville. He had retired 
in August, but had continued with the 
agency as associate general agent until! 
his death. 

Mr. Rosborough, who attended The 
Citadel in Charleston, S. C. and was 
graduated from Princeton University, en- 
tered the life insurance field shortly 
after finishing college and was manager 
for the Jefferson Standard in Jackson- 
ville at the time he was named general 
agent for Massachusetts Mutual. Under 
his leadership, the annual production ol 
the Jacksonville agency increased from 
less than $1 million in 1938 to over $16 
million last year. He had been a mem- 
ber of the Million Dollar Round Table, 
chairman of the Life Managers Associa- 
tion of Florida and president of the 
Jacksonville Life Underwriters Associa- 
tion and the Estate Planning Council of 
Northeastern Florida. In 1950-51 he was 
president of the Massachusetts Mutual 
General Agents Association. 

Mr. Rosborough, who is survived by 
his wife and three sons, was a past one 
ident of the Timoquana Country Club 
and of the Frairs, Club and active in Red 
Cross and Community  Chest-l Jnited 
Fund drives in Jacksonville. 
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Pictured at the time capsule ceremony are four officers of the American College. 
Left to right: Dr, Davis W. Gregg, president, American College; Dr. S. S. Huebner, 
president emeritus, American College; Paul F. Clark, chairman of the College’s 
board of trustees and chairman of the board, John Hancock; Paul S. Mills manag- 


ing director of the American Society. 


The new home of the American Col- 
lege of Life Underwriters and the Amer- 
Life Under- 
writers in Bryn Mawr, Pa. will be called 
Huebner Hall, in honor of Dr. Solomon 
S. Huebner, founder of CLU, it was an- 


ican Society of Chartered 


nounced at a time capsule ceremony held 
last week at the campus site 

Paul F. Clark, CLU chairman of the 
American College’s board of trustees and 


presiding officer of the event, said: “It 
is appropriate that this building should 
help to perpetuate the name of that great 
teacher who has given so much of him- 
His 
writing, teaching and inspirational lead- 


self to education and to insurance. 


ership are symbolized by the beauty and 
dignity of this building which bears his 
name.” 


Over 100 guests witnessed the cere- 
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mony as representatives of major insur- 
ance and educational organizations de- 
posited timely documents in the 1 x 2 
foot copper time capsule. Some of the 
documents will be microfilmed before 
being sealed in the cylindrical container. 
The time capsule will then be sealed in 
concrete and housed in the reception 
foyer of Huebner Hall until the year 
2010, the 50th anniversary of the event. 


Lester ©O. Schriver, executive vice 
president of the National Association of 
Life Underwriters, opened the ceremony 
with an invocation. Others participating 
were Dr. Davis W. Gregg, CLU, first 
vice president, American Association of 
University Teachers of Insurance; Dr. 
S.S. Huebner, president emeritus, Amer- 
ican College of Life Underwriters; Dr. 
Richard D. Kip, CLU, CPCU, director of 
€xaminations, American Institute for 
Property and Liability Underwriters, 
Inc.; Ralph H. Kastner, associate gen- 
eral counsel, American Life Convention; 
Nelson M. Knowlton, president, Amer- 
‘can Mutual Insurance Alliance; Lillian 
G. Hogue, CLU, president. American 
Society of Chartered Life Underwriters; 
J. Dewey Dorsett, general manager, 
Association of ‘Casualty and Surety Com- 
panies; Robert R. Neal, general man- 
ager, Health Insurance Association of 
America; John H, Dillard, president, In- 
surance Institute of America; Holgar J. 
Johnson, president, Institute of Life 
Insurance; William P. Lynch, CLU, 
member board of directors, Life Insur- 
ance Agency Management Association: 

enry R. Glenn, general counsel and 
treasurer, Life Insurance Association of 
America; Alexander Hutchinson, CLU, 
president, Life Underwriter Training 
Council; Adon N. Smith, II, CLU, im- 
mediate past president, Million Dollar 
Round Table; William E. North, CLU, 
president, National Association of Life 
Underwriters; H. A. Coumbe, assistant 
general manager, National Board of Fire 
Underwriters; Dr. Harry J. Loman, 
chairman of administrative board, S. S. 
Huebner Foundation for Insurance Edu- 
ciation; Robert O. Young, CPCU, presi- 
dent, Society of Chartered Property and 
Casualty Underwriters; and Joseph H. 
Reese, CLU, chairman, special building 
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Puritan 





Fabian Bachrach 


RENE BERGERON 
Puritan Life of Providence, R. I. has 
elected Rene Bergeron resident vice 


president, it is announced by Thomas M. 
Bruce, Jr., president. 

Mr. had a 
general New 
Britain, joined Puritan Life in 1958. He 
previously was a district manager for a 


3ergeron, who formerly 


insurance business in 


large industrial life company. 


committee of the American College. 

Articles presented for the Time Cap- 
sule included the September, 1960 issue 
of the Journal of Insurance; the 1960- 
1961 catalogue of the American College; 
the current edition of the CLU Journal; 
the 1960 Life Insurance Fact Book; a set 
of color slides showing construction 
progress of Huebner Hall. 
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STRESS: HOW DOES IT 
AFFECT YOUR BODY? 


Stress—physical, mental or emotional 
—can be either good or bad for you. 

In fact, a normal amount of stress is 
actually a good thing. For example, if 
you get “keyed-up” over an interesting 
or challenging job, you may do your 
work more effectively. 

But prolonged or intense stress— 
caused by too much work or worry or 
anxiety—can threaten health. 


That’s because continued stress up- 
sets some of the body’s chemical proc- 
esses. In particular, severe or persistent 
stress causes overactivity of certain 
glands that produce hormones. 

If this glandular overactivity is con- 
tinually triggered by stress, it may up- 
set almost every system of the body. 
And this may lead to illness. 

All of us should recognize the threat 
of undue stress and tension. Its impor- 
tance is made plain by the fact that so 
many people who seek medical atten- 
tion today have ailments brought about 


or made worse by prolonged emo- 
tional stress. 

If you find that it’s difficult to relax 
or “take things easy” or get a good 
night’s sleep, chances are you’re under 
too much stress. And it’s up to you to 
learn how to handle your tensions. 
Here are some ways to help you: 

When your work load seems over- 
whe!ming, remember that some things 
can almost always be set aside until 
later. Concentrate on one particular 
job. That way your work will go faster 
and you'll be under less strain. 





When tense and upset, try physical 
activity. It helps relieve tenseness so 
that you can come back and tackle irri- 
tating problems more calmly. 


Talk out your troubles—with your 
clergyman or family doctor or with an 
understanding friend or member of 
your family. Getting things “off your 
chest” prevents a lot of unnecessary 
emotional stewing. 


Have regular medical check-ups. If 
you keep physically fit, you'll have 
more zest for living and be able to take 
stress and handle tensions more easily. 


This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in publications with a total circulation 
in excess of 45,000,000 including Saturday Eve- 
ning Post, Ladies’ Home Journal, Good House- 
keeping, Redbook, Reader’s Digest, National 
Geographic, U.S. News, Look. 
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‘Heads Medical Directors 


DR. JAMES R. GUDGER 


Dr. James R. Gudger, medical director 
of Mutual Life Of New York, 
elected president of the Association of 
Life Medical Directors of 
America at its annual meeting last week 
at the Hotel Statler Hilton, New York 
City. 


was 


Insurance 


Dr. Gudger succeeds Dr. Ennion 
S. Williams, vice president and medical 
director of the Life Insurance Co. of 
Virginia. 

Dr. Gerald R. Collyer, medical director 
of London Life, London, Ont., Canada, 
was named president-elect of the asso- 
ciation. Elected as vice president was 
Dr. D. Sergeant Pepper, associate med- 
ical director of Connecticut Mutual Life. 





Dr. Royal S. Schaaf, assistant medical 
director of The Prudential, was elected 
secretary, and Dr. Albert L. Larson, 
chief medical director of The Travelers, 
was elected treasurer. Dr. Whitman M. 
Reynolds, medical director of insurance 
medicine of the Equitable Life Assur- 
ance Society, was elected editor of the 
Transactions of the Association. 

Dr. Gudger was born in Davidson, 
N. C. He is a graduate of Davidson 
College and of the Medical College of 
Virginia. He joined Mutual Life in 1937 
and has held his present post with the 
company since 1946. 

Dr. Gudger is a Fellow and Life Mem- 
ber of the American College of Physic- 
ians. During World War II he served 
with the U. S. Navy. He and Mrs. 
Gudger and their two daughters live in 
Irvington, N. Y. Dr. Gudger is a mem- 
ber of the Curriculum Committee of 
Dobbs Ferry Public Schools. 





Work of Medical Research 
Fund Told by Dr. Dieuaide 


Progress during the year in the under- 
takings of the Life Insurance Medical 
Research Fund were told to the annual 
meeting of the Life Insurance Medical 
Directors Association in New York last 
week by Dr. Francis R. Diewaide, sci- 
entific director of the Fund. 

During the past year, the Life In- 
surance Medical Research Fund (which 
receives its support from member life 
insurance companies) played its role by 
aiding 120 research programs and sup- 
porting 19 research fellowships. Seven 
of the 1959-60 Fellows went abroad for 
their work, in order to obtain the special 
advantages of guidance by leading Euro- 
pean investigators. 

Noteworthy among recent reports is 
the finding of a high incidence of cor- 
onary artery disease in individuals with 
a particular behavior pattern, exhibiting 
marked sense of time urgency and strong 
drive. During working hours, men in 
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The answer in part may be seen in the amount of life 
insurance he himself owns — More than $100,000 — or 
in the amount he sells — over three quarters of a million 


dollars per year. 


Who is the man? He is the composite of Fidelity’s 75 
leading producers for last year. 
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this group were shown to excrete far 
more norepinephrine than those in con- 
trol groups. A _ possible physiological 
link between behavior and_ vascular 
disease is thus brought to light. Dietary 
and other living habits were essentially 
the same in the various groups studied. 

New methods have made it possible 
to obtain more direct information about 
the coronary arteries than was formerly 
available. X-ray studies of the human 
coronaries can now be made with only 
small quantities of contrast material. 
Both clarity and safety are greatly im- 
proved. 











BUSINESS WRITING COURSE 

Business Writing, a course in the art 
ot writing effective business letters and 
reports will begin November 3, at the 
Insurance Society of New York. Organ- 
izing material, the use of clear and force- 
ful English, and the proper mechanical 
form are given special emphasis. 

The instructor, Harold A. Baker, is 
professor emeritus at New York Uni- 
versity” and has conducted business 
and letter writing courses and seminars 
in report writing for almost 35 years. 

Classes are scheduled for Thursday 
evenings, 5:30 to 7:30 p.m. for 12 weeks, 


Re 











**The Colonial Blacksmith’? 


Like many of his neighbors, George Washington was forced to make 
many of his own tools and farm implements in the pre-Revolutionary 
days because they could not be secured from far away England. Here 


he is shown forging a new plow. 


This reproduction is one in a series of eleven original oil 

paintings by Walter Haskell Hinton which portray 
little-known events in the life of our Country’s first 
president, George Washington. 
A booklet containing full-color reproduction of all 
eleven paintings is available upon request. In addi- 
tion, we hope you will visit us and view the original 
paintings which hang in our Home Office Gallery. 
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Life Agency of N. J. Ahead 


40% in Paid-for Production 


SIDNEY LEIWANT 


Life Agency of New Jersey, Inc, in 
Newark, of which Sidney Leiwant is 
president, reports 40% increase in paid- 
for production up to October 1, com- 
pared with the same period of 1959. The 
agency, which represents Dominion Life 
of Waterloo, Ont., Canada, as general 
agent, led that company in 1959 and is 
continuing in the lead this year. 

For 1960 to date Mr. Leiwant’s agency 
has produced over $15 million paid-for, 
both Ordinary and Group, with total 
premiums of about $300,000. Dominion 
Life recently topped the $1 billion mark 
in insurance in force and Life Agency 
of New Jersey played its part in the 
reaching of this objective. The agency 
is four years old. 





Heads Brokerage Agency 


For Conn. General Life 


N. Daniel Grumstrup has been ap- 
pointed manager of a new brokerage 
agency in Minneapolis opened by Conn- 
ecticut General Life. The new office 
is the second ‘Connecticut General agen- 
cy in Minneapolis. Under Mr. Grum- 
strup’s direction the agency will serve 
independent general insurance men and 
their clients in all phases of personal 
and business insurance. 

Mr. Grumstrup joined Connecticut 
General in 1953 at the Chicago broker- 
age agency and later served in Charlotte, 
N. In 1956 he was named to the 
home office agency department staff in 
Hartford. _ Before his appointment in 
Minneapolis, he was a senior agency 
assistant supervising the administration 
of 13 brokerage agencies. 

He is a native of Tyler, Minn. and a 


graduate of the University of Minne- 
sota. 





Manager at Des Moines 

Carl A. Black, Jr., has been appointed 
American United Life’s agency manager 
in Des Moines. A lifelong resident of 
Des Moines, Mr. Black has been in the 
life insurance business five years as 
agent, supervisor and district manager. 


Broad Activities of 
LIAA Told by H. R. Glenn 


BEFORE LIFE MANAGERS ASSN. 





General Counsel of Company Associa- 
tion Shows Many Voluntary Servic2s 
In Current Situations 





In addition to the vast number and 
amount of matters affecting the life in- 
surance business handled by the staff of 
the Life Insurance Association of Amer- 
ica on the Federal, state and local levels 
there are several hundred company ex- 
ecutives and specialists who, separate 
and apart from their normal company 
duties, devote substantial time, study 
and effort through joint committees of 
LIAA and ALC to solving industrywide 
problems. Henry R. Glenn, general 
counsel and treasurer of LIAA explained 
this service to the Life Managers Asso- 
ciation of Greater New York here. on 
Tuesday, paying a special tribute to these 
voluntary workers. E. Lloyd Mallon pre- 
sided. 

“If we cou!d measure these contribu- 
tions in terms of dollars, the cost of this 
kind of service would be astronomical 
and I think justifies making a point here 
that back of you on all your efforts to 
market a superior product stands this 
somewhat vast mechanism which is 
working at all times for the betterment 
of life insurance and its utility to the 
insuring public,” said Mr. Genn. An 
observation he made was that in 1961 
with legislative sessions in  practical'y 
all the states there will approximately 
20,000 legislative proposals of direct or 
indirect interest to the business, all of 
which will be examined by the Associa- 
tion’s staff. 


Some Current Situations 


In- telling of current matters before 
LIAA Mr. Glenn discussed the life in- 
surance company investment tax. the 
Jenkins-Keogh bill, H.R. 10, the O’Ma- 
honey investigation, medical care for 
the aged, Social Security and Group in- 
surance developments. 

Touching on the Beers joint comm ttce 
report on Reexamination of Group Pol- 
icy, Mr. Glenn said: 

“Tt is important to bear in mind the 
fact that trade associations cannot just 
lay down the law and require all com- 
panies—or for that matter all agents— 
to conform to a given practice in mar- 
keting insurance. Wherever restrictive 
policy seems desirable, it must be im- 
plemented by the enactment of statutes. 
Freedom to contract if it is to be cur- 
tailed must be curtailed by law as private 
individuals and corporations cannot by 
concert of action restrict markets or 
otherwise impede a free flow of com- 
merce. It is important to bear in mind 
also that today a number of important 
insurance states have not enacted the 
$20/40,000 rule and many of these also 
have not restricted Group insurance in 
the areas of professional association and 
trade association coverages. Thus, it can 
be said that the Beers committee was 
dealing with practical problems, reflect- 
ing the situation as we find it today. 

“The report has now been approved 
by the executive committee of the Amer- 
ican Life Convention and by the board 
of directors of the Life Insurance As- 
sociation of America. I understand also 
that many within NALU consider it to 
be as good a solution to the many prob- 
lems involved as could have been ar- 
rived at in the light of all circumstances.” 
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F. & G. Life to Begin 
Operations November 1 


LIFE AFFILIATE OF U. S. F. & G. 


Life Company Will Merchandise Prod- 
ucts Through Local Agents That 
Serve Parent Company 





Fidelity and Guaranty Life—new mem- 
ber of the United States Fidelity and 
Guaranty group—will begin sales of its 
policies on November 1 through the 
U.S.F.&G. branches at Baltimore, Har- 
risburg, and Indianapolis. Organized in 
December, 1959, Fidelity and Guaranty 
Life functions as the life instirance com- 
panion to the parent company’s property 
insurance and bonding operations which 
produce premiums in excess of $275 mil- 
lion annually. 

Fidelity and Guaranty Life will mer- 
chandise its products through the same 


network of local agents that serves the 
parent company. In announcing the ac- 
tivation of the life company, William E. 
Pullen, chairman of the board and presi- 
dent of both Fidelity and Guaranty Life 
and the parent U.S.F.&G. commented on 
the growing trend for the major insur- 
ance companies to provide fu!l multiple 
line facilities to the insurance-buying 
public. “We regard our entry into the 
life insurance field as simply an exten- 
sion of our operations to fill an existing 
need in our agency plant,” he said. 


Broad Portfolio 


From the outset, Fidelity and Guaranty 
Life will offer a broad portfolio of pol- 
icies including packaged policies for 
homeowners and families, permanent and 
endowment plans, level Term policies, 
business life insurance, and special pol- 
icies for juveniles. In keeping with the 
purpose for which Fidelity and Guaranty 
Life was organized, many of its policies 
will be oriented to the property insur- 
ance field. The homeowners twin, for 
example, is a companion life insurance 
contract to the widely sold homeowners 
policy which provides fire, liability and 
theft, and related coverages on 
the dwelling. Essentially a mortgage 
redemption policy, the F. & G. home- 
owners twin has a number of options and 
special features that give it broad flex- 
ibility. 

As of October 1, Fidelity and Guar- 
anty Life has been licensed in 34 states 
and the District of Columbia, with li- 
censes in other states pending. The 
U.S.F.&G. branches at Baltimore, Har- 
risburg, and Indianapolis—the first to be 
activated for life insurance—serve agents 
in Maryland, the District of Columbia, 
Northern Virginia and West Virginia, 
Central Pennsylvania, Indiana, and East- 
ern Illinois. 

Vice President Stewart Brown, gen- 
eral manager of Fidelity and Guaranty 
Life, has announced that, about Febru- 
ary 1, life insurance facilities will also 
be operating in the branches at Pitts- 
burgh, Richmond, Nashville, Memphis, 
Jacksonville, Miami, Oklahoma City, and 
Denver. This will make Fidelity and 
Guaranty Life policies also available in 
western Pennsylvania, Virginia, Tennes- 
see, eastern Arkansas, Florida, Okla- 
homa, Colorado, Wyoming, and western 
Nebraska. 

Other branch offices will be added as 
administrative arrangements are com- 
pleted. In preparation for the Novem- 
ber 1 beginning of life sales, managers 
and fieldmen of the first group of 
branches recently assembled at the com- 
pany’s home office in Baltimore for an 
intensive orientation program in life 
insurance procedures and practices. 





TO GENERAL BROKERS 

a THE LEE NASHEM AGENCY 
The Major League Agency” 

(Canada Life Assurance Co., Toronto, Canada) 
HAVE YOUR OWN COMPLETE LIFE DEPT.! 
All communications on your letterhead—with 
copies to you. All phone calls taken at your 
switchboard and relayed to us. Your client 
gets expert service from your own hand 
picked expert. Double your volume with half 
the effort—at no extra cost! 

PHONE US, THIS PLAN WILL MAKE 

MONEY FOR YOU! 
Call us at Oxford 7-2950 
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Republic National’s New 
Agency Law Handbook 


The publication of an agency law 
handbook by Republic National Life of 
Dallas has been announced by Barry L. 
Oakes, executive vice president. This 
new handbook was edited by Mr. Oakes, 
with the assistance of John Holt, vice 
president and general counsel and Thom- 
as G. Nash, assistant counsel. 

The book reports legal rulings per- 
taining to agencies, including the defini- 
tion of an agent; material on creation, 
duration and termination of agencies; the 
authority of the agent and limitations of 
his authority; duties of the agent to the 
insurer and the assured; the penal and 
criminal liability of the agent. 

There is also information given on 
agent’s compensation and commissions. 
This section of the book is followed by 
a summary of license laws in each of the 
states, as well as the District of Colum- 
bia and Puerto Rico. 

At the recent meeting of ALC in Chi- 
cago, Mr. Oakes reviewed some of the 
highlights of the book and announced 
that copies are available upon request. 

In addition, the reinsurance division 
of Republic National plans to include 
a copy of the book in the next issue 
of “What’s News in Reinsurance.” 
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“Good. Men to Know” 








Howard J. Richard, CLU Frank Nathan, CLU Josef E. Josephs, CLU 
Boston Los Angeles Charlotte 
V.P., Northeastern Region V.P., Southwestern Region V.P., Southeastern Region 


By serving the needs of others 


these men have achieved leadership 





in New York Life’s Isaac M. Kanarish Richard G. Bowers Paul Goodman | ' 


Chicago Keokuk, lowa los Angeles ; 
2nd V.P., North Central Region 2nd V.P., West Central Region 2nd V.P., Southwestern Region 


“TOP CLUB” : 


The men pictured here are outstanding professional life insurance underwriters. 
Their knowledge and skill in formulating life insurance plans 

for thousands of individuals and businesses have earned for them widespread 
confidence and respect. In addition to being recognized as expert 


insurance counselors, most are well known in their communities for their 
many civic contributions and services. 






New York Life is proud to honor its “Top Club” leaders. Each reflects 


the highest standards of the life insurance profession . . . each helps prove 


é< ome W, . gut at a SIDNEY FRANKLIN, CLU 
“the New York Life Agent in, your community is a good man to know.” Cleveland, President 1959-1960 
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Life Insurance Spokesmen Give Views 


On Company Income Tax Regulations 


presentation 
offices of life insur- 


Washington—Oral 
week by 


was 
made last 
ance associations and companies at an 
Internal Revenue Service hearing on 
proposed regulations dealing with Phase 
I of the Life Insurance Company In- 
come Tax Act of 1959. The hearing 
held for the purpose of obtaining 


views of the life insurance business 


was 
the 
and 
other interested parties prior to the first 
Commis- 

regula- 


formal promulgation by the 
sioner of Internal Revenue of 
tions under the new Act. 

The hearing followed submission by 
the American Life Convention, the Life 
Insurance Association of America, and 
the Life Insurers Conference of a letter 
and memoranda to the Commissioner in 
which they took exception to twelve 
points in the proposed regulations. 

Treatment of Reserves 

In the memoranda the life insurance 
spokesmen emphasized five items cited 
but not previously elaborated in the let- 
Commissioner. Among 


the 


ter to the 
were objections to 
regulations deaing with the 
section on definition of reserves re- 
quired by law. In the discussion of re- 
serves the memoranda emphasized four 
Pare 


these 
posed 


pro- 


The proposed regulation, suddenly, 
wit tes warning, study or consideration 
of the far-reaching results, would upset 
the long-time administrative construction 
of ‘life insurance reserves, unsupported 
by either any signficant change in the 
statute or any judicial holding. 

The proposed regulation, if adopted, 
would render nugatory or ineffective, 
contrary to any possible intention of 
Congress, four provisions of the Life 
Insurance Company Income Tax Act of 


1959.” These four provisions deal with: 
special treatment for pension plan re- 
serves, the procedure to be followed 


when a company changes the basis for 
computing its reserves, a method by 
which a company calculating its reserves 
on a preliminary term basis could re- 
value its reserves on the higher net level 
premium basis for tax purposes, and the 
use of “adjusted life insurance reserves 
in determining “policy and other con- 
tract liability requirements” for reserves 
other than pension plan reserves. 

The legislative history of the 1959 
Tax Act clearly shows the intent of Con- 


gress to allow companies latitude in fix- 
ing reserve standards. 

“4. In practice, reserves ‘required by 
law’ are often in excess of those ac- 


cording to the statutory minimum stand- 
ards.” 


Unearned Premiums and Losses 


In its objections to that part of the 
proposed regulations dealing with un- 
earned premiums and unpaid losses on 
noncancellable life, health or accident 
policies the insurance statement said: 


“Our objection ... is that it is open to 
the construction that all unearned pre- 
miums and unpaid losses on noncancel- 
lable policies are to be excluded from 
life insurance reserves, and are taken in- 
to account only for the purpose of de- 
termining whether a taxpayer is a life 
insurance company. Any such result 
would be squarely inconsistent with the 
current statutory provisions on their 
face, with the history of these pro- 
visions, and with prior regulations un- 
der similar provisions.” 

Discussing deposit administration con- 
tracts under the new tax law, the state- 
ment said: 


“The net effect of the proposed regu- 
lations is that pension plan_ reserve 
treatment under section 805(d) is denied 
to deposit administration plans and that 
only the guaranteed interest credited to 
these funds is includible in ‘interest paid’ 
under section 805(e). The deposit ad- 
ministration type of Group annuity con- 
tract represents a substantial portion of 
the pension business currently conducted 
by life insurance companies. If the com- 
panies are denied the reserve deduction 
for these contracts and at the same time 
are prohibited from deducting the full 
amount of the interest they actually 
pay or credit on the funds they hold, 
they will be saddled with an impossible 
competitive handicap.” 

Turning to the proposed regulation 
providing for the inclusion in gross in- 
vestment income of interest attributable 
to the payment of premiums on other 
than the annual basis, the insurance 
memoranda declared: 

“We submit that this is (1) un- 
supported by the provisions of the new 
law, (2) inconsistent with the admin- 
istrative determination of investment in- 
come under the various life insurance 
company income tax acts enacted during 
the past 40 years, (3) inconsistent with 
section 809(c) (1) dealing with the gross 
amount of premiums, and (4) inconsist- 
ent with section 818(a) providing that 
computations entering into the determin- 
ation of taxes shall be made in a man- 
ner consistent with the insurance com- 
pany annual statement approved by the 
National Association of Insurance Com- 
missioners.” 

The stated 
dealing 
to recognize 


Associations’ memoranda 
that the proposed regulations 
with interest paid failed 
the following points: 

The term ‘interest paid’ means all 
interest paid by life insurance com- 
panies for the taxable year, not just 
amounts relating to insurance and an- 
nuity contracts. 

“2. The definitions of ‘indebtedness’ 
and ‘interest’ in section 1.805-8(b)(1) ex- 
ceed the requirements of the interest 
paid deduction either as contemplated by 
statute or as understood by these terms 
generally and under section 163 of the 
Code, allowing the interest deduction for 
other taxpayers. 

“3. The term ‘amounts in the nature 
of interest’ as expressed in the legisla- 
tive history and in the terms of the 
statute applies generally to amounts set 





Konikow Agency, N. Y., 2nd 


In Monarch Summer Contest 


For two consecutive years the Mon- 
arch Life agency headed by General 
Agent Gershen Konikow, CLU, in down- 
town New York has placed first in N. Y. 
regional competition in a summer sales 
contest which closed on September 30. 
The home office has notified Mr. Koni- 
kow that his agency on the basis of 
total points (10 agents qualified with over 
1,500 points each) also finished the con- 
test in second place for the entire coun- 


y. 
Mr. Konikow has been awarded an en- 
graved plaque which will be on display 


at the 165 Broadway offices of the 
agency. 
The ten agents, who placed high 


among individual winners and were given 
special recognition for outstanding policy 
holder service in the summer competi- 
tion, were as follows: H. J. Bradley, P. 
N. Brown, Jack Falcon, C. E. Ford, A. 


M. Ross, R. Sacks, P. A. Perlmutter, 
David Mann, Melvin Gerard and A. A. 
Sedan. 


Mr. Konikow, who joined Monarch in 
1953 and has been a general agent since 
1958, received a diploma in agency man- 
agement last week from the American 
College of Life Underwriters. 





Reduces Term Rates 

Paul E. Van Horn, CLU, president of 
American Life of New York announced 
a reduction in the Te rm rates applicable 
to Yearly Renewable, 5 Year Term and 
10 Year Term plans ‘aieitere immed- 
iately. Depending upon the plan and the 
issue age the rates reductions range 
from 17% to down to 8%. 

In making the announcement Mr. Van 
Horn stated “Our revised Term premi- 
ums are extremely competitive and we 
are sure that they will provide new and 
increased opportunities for improving 
agents’ sales.” 





Plans New Home Office 


3inghamton, N. Y.—Plans for con- 
struction of a new home office building 
for the Columbian Mutual Life of this 
city have been announced in connection 
with construction of a $3,000,000 new 
shopping center on Vestal Highway, 
about three miles Southwest of the main 
business section here, 





aside with respect to insurance and an- 
nuity contracts other than as reserves. 

“4 The addition of paragraphs (3) and 
(4) to section 805(e) expand further the 
intention of Congress to allow either 
as interest paid or as eserves all 
amounts reasonably attributable to the 
company’ ’s contract or other policy li- 
abilities.” 

In their letter to the Commissioner on 
the proposed tax regulations the ALC, 
LIAA, and LIC also commented upon 
sections relating to non-cancellable life, 
health or accident insurance policies; 
guaranteed renewable life, health or ac- 
cident insurance policies; reserves with 
respect to risks reinsured; reserves and 
liabilities which do not qualify as life in- 
surance reserves—cancellable contracts; 
mortgage origination fees; and taxes of 
shareholders paid by a corporation. 


Some Personalities at American Life Convention Meeting 





Simpkin, 


Connecticut Mutual; 





Left to right—James A McLain, Guardian Life; 


Ardell Everett, The 
retired, formerly Equitable Society; Frank Harri 


ecticut General; Donald S. MacNaughton, 


Prudential; Ww. 





Photos by Guy Fergason 


Eugene Thore, Life Insurance Association of America; Raymond W. 
Owen, Life Insurance Co. of Georgia; R. L. Hogg, 
ngton and Orville Grahame, both of Paul Revere Life; 
The Prudential, and B. M, Anderson, 


C. Manton Eddy, Conn- 


Connecticut General Life. 


Made Brokerage Supervisor 
Pax 
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Blackstone Studios 
RUDY T. SCHLESINGER 
Lee Nashem has announced the ap- 


pointment of Rudy T. Schlesinger, Jr. as 
brokerage supervisor. Mr. 
was formerly assistant general agent of 
one of the Mutual Benefit agencies in 
New York and is presently the leader 
in brokerage business in the entire 
United States for this company. 

He has been in life insurance for ten 
years and he personally paid for $1,140,- 
000 in 1959—all in ‘Mutual Benefit—to be- 
come a member of their Million Dollar 
Club. 

Mr. Schlesinger attended Hunter Col- 
lege and has completed LUTC, IR. & R. 
Advanced Underwriting, R. & R.’s busi- 
ness Insurance Course; he completed 
two pension trust courses as well as a 
course in taxation and ffinance at New 
York University, He has studied for 
CLU and expects to take his examina- 
tions this year. ‘He is active in the 
Greater New York Fund, Port Wash- 
ington Community Fund, BPOE and is 
an officer in Pomonock Lodge, Free and 
Accepted Masons. In addition, he is a 
captain in the Fire Dept., Civil Defense, 
and an instructor for the NYiLU licens- 
ing course. 


Schlesinger 





R. W. HALLIDAY DISTRICT MGR. 


In Charge of Schmidt Agency’s Rock- 
land, N. Y. District Agency at 
Nanuet; His Background 
The Schmidt Agency, general agents 
of New England Life in midtown New 
York, announces the recent opening of 
its Rockland (N. Y.) district agency at 
200 East Route 59, Nanuet, N. Y. under 
the direction of Robert W. Halliday, 

district manager. 

A graduate of Columbia University, 
Mr. Halliday started his life insurance 
career in 1956 with the Home Life of 
New York as a management assistant. 
He went into the field as an agent in 
1956, made a good record, and continued 
in personal production when he joined 
the Schmidt Agency in August, 1958. 
Earlier this year he was promoted to 
district managership. 





Company Paper Gets Award 


The weekly employe newspaper of the 
Massachusetts Mutual Life has been 
selected to receive a 1960 award from 
Industry Magazine “for the contribution 
to wider understanding of public issues.’ 
Gerhardt M. Hoff, publications manager 
and editor of Massachusetts Mutual 
News, accepted the award on behalf of 
his company at the annual meeting of 
the Associated Industries of Masschu- 
setts on Oct, 27 in Boston, 
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Business Competition 
Good For Group Sales 


ATTRACTS, HOLDS PERSONNEL 





Chairman McLain of Guardian Life Tells 
Field Conference of Expanding 
Group Activity 





“The next decade will be a very com- 

, : : : : 

petitive period in American business,’ 
James A McLain, chairman of the guar- 


dian Life, said in his closing remarks at 
a three-day conference of Group sales 
representatives from Guardian’s regional 
offices throughout the country. “And the 
most intense competition will be for 
manpower. That will mean a constantly 
increasing demand for mass coverages, 
as employers welcome your he'p in de- 
signing employe benefit programs that 
will attract, and hold, good personnel.” 

Referring to his own background in 
the Ordinary field, Mr. McLain said he 
did not agree with those who foresaw a 
decline in Ordinary sales resulting from 
this expansion of Group insurance. “I 
believe our Ordinary sales will have a 
parallel growth,” he said. “We are con- 
fident that your efforts will be helpful, 
not harmful, to the growing Guardian 
field force, of whom we are so proud. 

Commenting that it took The Guardian 
92 years to reach the billion-in-force 
mark, Mr. McLain congratu’ated the 
Group men on the important contribution 
they have made to the companys ac- 
celerated growth since The Guardian en- 
tered the Group field in 1957. “With 
your help, our field force has brought us 
to the threshold of our second _ billion 
in less than nine years, and there is 
every reason to believe that we will 
achieve the third billion in about five 
years.” 


Expanding Group Department 


Mr. McLain also announced that plans 
for the annex to The Guardian’s home 
office building, now under construction, 
were being revised to provide for an ad- 
ditional floor to house the rapidly ex- 
panding Group Department. 

T. Robert Wilcox, secretary of the 
Group Department, and William W. 
Mauke, director of Group sales, presided 
over the business sessions of the con- 
ference, which consisted of panel dis- 
cussions in which Group managers and 
sales representatives participated. Guar- 
dian fieldmen, in addition to examining 
the various aspects of Group underwrit- 
ing, learned of innovations in the com- 
pany’s Group offerings, soon to be made 
public. i ; 

Daniel J. Lyons, senior vice president, 
opened the conference with discussion of 
the growth and importance of Guardian’s 
Group Department. He commented in 
detail on what this growth means both 
to the field force and the Company as a 
whole. Mr. Lyons stated that The Guar- 
dian does not by-pass the agent on any 
Group case. He indicated that, in his 
opinion, the other problems disturbing 
the business, namely, excess amounts of 
Group insurance, types of Groups cov- 
ered, and the possibility of taxation of 
premiums on large amounts of Group in- 
surance, will be so'ved in the best in- 
terest of the public and the business as 
a whole. 


Arthur V. Ferrara, regional Group 
manager for the New York area, ad- 
dressed the conference on its second 


day. Mr. Ferrara spoke about his work 
as a liaison man between the home office 
Group Department and fieldmen. Pacific 
Coast Regional Manager Clyde _ L. 
Juchau described the importance of bro- 
kerage accounts, and emphasized in his 
speech the close tie between brokers and 
Group fieldmen. 

The final session of the conference was 
devoted to an explanation of the func- 
tions of the various divisions in the 
Group Department, a question and 
answer period with the fieldmen di- 
tecting queries to a panel of home office 
Personnel. Chairman McLain’s speech 
concluded the conference. 


Bruce Roberts Advanced 
By Equitable Society 


The appointment of Bruce L. Roberts 
as coordinator of community relations 
and special events in the press relations 
division of Equitable Society, and the 
promotion of Christian Jay Guterl to 
succeed him as editor of Agency Items, 
were announced by James F. Oates, Jr., 
president. Agency Items is the nationally- 
distributed bi-weekly magazine for the 
Society’s field force. 

Mr. Roberts is a graduate of Yale 
and was formerly a foreign news editor 
for United Press in New York. He 
joined Equitable Society in 1950, first as 
a member of the sales force then, in 
1954, moved to the publications staff. 
He is a member of the public relations 
research committee of the Life Insur- 
ance Advertisers Association. 

Christian J. Guterl, formerly a bureau 
chief for the Newark (N. J.) Evening 
News, is a graduate of Drew University 
and served in the army from 1943 to 
1946. He joined the Society’s press re- 
lations staff in 1953 after a stint as press 
and administrative aide to Senator J. 
Alexander Smith (R., N. J.) in Wash- 


ington. 





No. American Reassurance 


Home Office Promotions 


Charles J. Rozea, formerly assistant 
secretary and chief underwriter has been 
appointed vice president and chief un- 
derwriter of North American Reassur- 
ance. Mr. Rozea_ has been active in 
underwriting association groups both in 
United States and Canada and has spent 
his entire insurance career with the 
North American Re. 

Dean R. Staats, formerly actuarial as- 
sistant has been named assistant actuary. 
Prior to joining the North American in 
1959, Mr. Staats was associated with 
Metropolitan Life where he was an ac- 
tuarial supervisor in the Ordinary depart- 
ment. Mr. Staats received both his 
bachelor and master degrees from Brown 
University and is a fellow of the Society 
of Actuaries. 

Charles A. Di Falco, formerly director 
of Group insurance has been named as- 
sistant secretary. Mr. Di Falco is in 
charge of the Group department. Prior 
to 1953 he was associated with Union 
Casualty Life and United States Life. 

Dr. Sheldon Preschel has been ap- 
pointed assistant medical director, Dr. 
Preschel graduated from Co!umbia Col- 
lege and the Long Island College of 
Medicine. He was a home office medical 
examiner for New York Life for five 
years and is a member of the American 
Medical Association, New York Cardio- 
logical Society, and member of the 
American College of Cardiology. 


General American Life 


Names Two General Agents 

General American Life’s multiple 
agency set-up in St. Louis has been ex- 
panded with the addition of two new 
agencies—bringing the total number of 
general agencies in the company’s home 
office city to 12. The new general agents 
are William E. Vesser and Malcom N. 
Eilerman. 

The “multiple agency” system makes it 
possible for management-minded field 
representatives to advance to general 
agent status without leaving their home 
communities. Both Mr. Vesser and Mr. 
Eilerman are graduates of the company's 
agency management training program 
which specifically prepares men for man- 
agement responsibilities. Both trained 
in the company’s St. Louis agencies. 

Mr. Vesser joined Genéral American 
Life in 1956 as a member of the Adam 
Rosenthal Agency. He _ has qualified 
three times for the company’s President’s 
Club. He is a graduate of the University 
of Missouri and served in the Navy for 
four years. 

Mr. Eilerman first joined General 
American Life in 1954 as a member of 
the Chartered Career Training Program 
for Group representatives. In 1957 he 
elected to transfer to the agency divi- 
sion and became a member of the V. 





Lincoln National Names 


T. K. Dyer, W. T. Stinchcomb 


Thomas K. Dyer, CLU, and William 
T. Stinchcomb were recently appointed 
as assistant superintendents of agencies 
for Lincoln National Life according to an 
announcement by Henry W. Persons, 
vice president and director of agencies. 

Mr. Dyer entered life insurance as a 
career in 1954 and has been engaged in 
agency work, both at the home office 
level and in the field. Prior to his affi- 
liation with Lincoln Life, he was super- 
intendent of agencies for a Louisville 
life insurance company. 

In 1958 Mr. Dyer successfully com- 
pleted the CLU study program and was 
awarded his OLIU designation. He is 
also a graduate of the Life Insurance 
Marketing Institute and the United 
States Naval Academy. Mr. Dyer is a 
native of Louisville where he has been 
a member of the Junior Chamber of 
Commerce. 

Mr. Stinchcomb entered life insurance 
selling as an agent in South Bend, Ind. 
In 1956 he was promoted to field super- 
visor in Milwaukee, and a year later 
was named assistant manager and then 
was advanced to agency manager in 
Aurora, IIl. 

A native of Culver, Ind., Mr. Stinch- 
comb was graduated from Purdue Uni- 
versity and has completed both parts 
of the LUTC program. Mr. Stinchcomb 
is a member of the YMCA, Masonic 
Lodge, and Aurora Association of Life 
Underwriters. 





Automation Program of 


Continental Assurance 
Continental Assurance now is on a 
fully automated consolidated functions 
basis in the processing of its Ordinary 
life policies, Joseph W. Glynn, vice pres- 
ident and comptroller, announced. Dur- 
ing a two-year conversion period, man- 
ual handling of hundreds of clerical tasks 
for 400,000 policies, formerly involving 
2,000,000 punch cards, was replaced by 
an electronic data processing system. 

The processing is done by an IBM 705 
electronic complex consisting of 23 pieces 
of equipment, manned by 17 program- 
mers and operators, capable of simultan- 
eous handling of hundreds of different 
transactions and valued at approximately 
$1,500,000, The system’s central process- 
ing unit, also known as the “main frame” 
incorporates electronically all of the 
machine and manual labor performed 
previously in a number of departments. 
It has 40,000 memory positions. 

In addition to the main frame, the 
system consists of: an operator’s con- 
sole and ten tape units—on line, auxil- 
iary equipment, which operates off line, 
consisting of a 500-line per-minute 
printer, card punch, and a card reader, 
each with its control and tape units. 
Very shortly, this auxiliary off-line 
equipment will be replaced with IBiM’s 
1401 transistorized system including a 
600-line a minute printer—further proof 
of Continental’s constant aim to provide 
better and faster service. 





Confederation Approach 
To Fifth Dividend Option 


Confederation Life, Toronto, recently 
introduced an interesting approach to the 
fifth dividend option. Called the “Twenty 
Year Fifth Dividend Option,” accumulated 
dividends are applied to purchase one 
year Term insurance amounting, not to 
the cash surrender value, but to mul- 
tiples of one-twentieth of the twentieth 
cash surrender value. 

The Option terminates at the end of 20 
years or, the year in which the accum- 
ulated dividends will no longer purchase 
the stipulated amount of one year Term 
insurance, if earlier. After termination 
of the option, subsequent dividends are 
accumulated. This option is suitable for 
minimum deposit and split dollar plans. 





Randall Workman Agency. He received 
his education at St. Louis University 
and served for two years with the Air- 
Force. 





Equitable, [a., Advances 
K. R. Austin, J. F. Duston 


K. R. Auston and J. F. Duston have 
been advanced to new executive positions 
by Equitable Life of Iowa. 

Mr. Austin was promoted from super- 
intendent of policy issue to the new post 
of agency vice president, and Mr. Dus- 
ton, formerly director of underwriting, 
was advanced to superintendent of policy 
issue. 

A native of Keosaqua, Iowa, Mr. 
Austin was graduated from Drake Uni- 
versity in 1941 and earned a master’s 
degree in mathematics at State Univer- 
sity of Iowa in 1942. Following naval 
service during World War II, he joined 
Connecticut Mutual as a field repre- 
sentative. He went with the Equitable 
in 1947, and following broad experience 
in the policy issue area, was named as- 
sistant secretary in 1953 and superin- 
tendent of policy issue in 1959. He is 
a Fellow in the LOAMI and the recipient 
of a certificate of proficiency in home 
office life underwriting. 

Mr. Duston, new superintendent of 
policy issue, is a native of Des Moines 
and a graduate of Drake University. He 
joined the company in 1927. In 1947 he 
was named secretary of the risk com- 
mittee, was advanced to underwriting 
secretary in 1948, and in 1959 was named 
director of underwriting. He is active 
in the Institute of Home Office Under- 
writers, of which he is a past national 
president. 

J. H. Windsor, president, in his report 
to the board noted that assets of the 
company stood in excess of $680 million, 
and life insurance in force totaled $1.- 
756 million. While the year had started 
out at a slower pace with respect to 
new paid life insurance, Mr. Windso- 
commented, there was a definite trend 
toward improvement, with July and Aug- 
ust production setting all-time records. 





Aetna Appoints MacDonald 


General Agent at Saginaw 

Rod J. MacDonald has been appointed 
general agent at Saginaw for Aetna 
Life. He succeeds Charles M. Morgan, 
Jr., head of the Saginaw agency for the 
past two years, who was named general 
agent at St. Louis. 

Mr. MacDonald goes to Saginaw after 
seven years as general agent at Fargo, 
N. D. He joined the company in 1948 
at Duluth, Minn., subsequently served 
as assistant general agent there and at 
Detroit before going to Fargo. 

iAt Fargo Mr. MacDonald was a direc- 
tor and national committeeman of the 
Life Underwriters Association, member 
of General Agents and Managers Asso- 
ciation, and a director of the Kiwanis and 
Sales Executives clubs. 





American Life Director 


John R. Beckett, president and di- 
rector of Transamerica Corp., has been 
elected a director of American Life of 
New York, life affiliate of American 
Surety Co. Announcement was made by 
William E. McKell, chairman and presi- 
dent of American Surety, which is a 
member of the Transamerica Insurance 
Group. 

Mr. Beckett, an investment banker, 
was,.elected president of Transamerica 
Corp. last July succeeding Horace W. 
Brower who continues as board chairman 
and chief executive officer of Trans- 
america, 





SCHAFER NAMED IN TORONTO 


Reuben Schafer, sales leader for Oc- 
cidental Life of California during each 
of the past three years, has been ap- 
pointed general agent in Toronto for the 
company. 

Mr. Schafer establishes his own agency 
after 11 years with Occidental in the F. 
S. Fulthorp agency in Toronto. Mr. 
Schafer established a company record 
for individual sales in 1957 and then ex- 
ceeded it in 1958. He was born in 
Toronto and is a graduate of the Uni- 
versity of Toronto. 
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PRIMARY 
The 
to Lester O. 


EDUCATIONAL GOALS 


real goal of education, according 


Schriver, executive vice 
NALU, is 


efficiency. 


president of the attainment 
the 
recent conferment luncheon of the New 
York CLU Chapter he told his audience 


that as life underwriters their education 


of social Speaking at 


gives them particular responsibilities as 
“informed under- 
writer teaches the art of saving and has 


teachers, and that the 


the art of teaching men and women to 


assume individual reponsibility.” 

In detailing how education can be— 
and is—utilized to attain social efficiency 
for individuals and groups, Mr. Schriver 
listed the following primary educational 


goals: 


Education should teach the fundamen- 
tals of life; Education 
should include the cultivation of physi- 
cal well-being; 


our economic 


Education should teach 
us to play the game according to the 
rules; Education should develop an ap- 
preciation of the Education 
‘enthusiasm for this 
fragile thing we call Democracy”; Educa- 


tion must be built on a spiritual founda- 


beautiful; 


should develop an 


tion if we are to Education 


should cultivate an urge for greatness. 


survive; 


“There are three types of greatness,” 
Mr. “the 
action, intellectual greatness and moral 
greatness. 


said Schriver, greatness of 


Prominent among these is 
unquestionably moral greatness, identi- 
fiable by its simplicity, and by dedication 
to service for others.” 





L. to R. Gov. Rockefeller, Dr. Jose Mora, John H. Muller. 
When New York City celebrated “Western Hemisphere Day” in early October, 
key figure in the observance was John H. Muller, senior vice president, Equitable 
Society and president of Avenue of the Americas Association. Mr. Muller is shown 


at the right. 
Mora, Secretary General of 


Governor Nelson Rockefeller is at left and in center is Dr. Jose A. 
the Organization of American States. 


Mr. Muller 


spoke at noon-hour ceremonies in Bryant Park and at the luncheon. During the 
day New York City unveiled 288 coats of arms shields of the nations of the Western 
Hemisphere and the Organization of American States, affixed to light poles along 
Avenue of the Americas from Canal Street to 59th Street. 





LELAND F. 


LYONS 


Leland F. Lyons, vice president, New 
York Life, was the only American life 


insurance executive to attend the first 
annual Pan American Conterence on 
sales management and marketing last 


week in Mexico City. The conference 
was sponsored by the Sales Executives 
Club of Mexico City and National Sales 
Executives International. Mr, Lyons is 
NSEI’s director of service for execu- 
tive education and chairman of the 
board of trustees of its graduate school 
of sales management and marketing. 
* * * 

Maurice Linder, The Traveler, will be 
feted by his colleagues for his years of 
devoted philanthropic and communal 
service at the dinner in his honor No- 
vember 30, at the Hotel Shelburne. The 
affair, sponsored by the life insurance 
men of the metropolitan area in behalf 
of the Federation of Jewish Philanthro- 
pies, will highlight the profession’s an- 
nual campaign in support of the vast 
humanitarian network. 


* * * 


Emma Lou Worthington, personnel 
manager of Midland Mutual Life, has 
been elected secretary of the American 
Society for Personnel Administration for 
the coming year. The Society, with more 
than 3,000 members, is the largest na- 
tional organization of people engaged 
in personnel work. A Midlander since 
1955, Mrs. Worthington has served. for 
the past two years as chairman of the 
Society’s women-in-personnel commit- 
tee and for the past year as president 
of the Personnel Society of Columbus 


* * x 

William A. Earls, president of the 
Earls-Blain Co. of Cincinnati and a 
leading insurance producer for many 


years, celebrated his 87th birthday by 
taking on his three sons for 18 holes 
of golf. The sons, Tom, Bill and John, 
all excellent golfers, had no mean ad- 
versary in their father who still shoots 
in the 90s. Senior Mr. Earls started at 
golf in 1896 when he “batted a_ ball” 
around at Union College in Schenectady, 
N. Y. He became a charter member of 
the Maketewah Country Club, in the 
Cincinnati area, which was founded in 
1909. 
e £  s 


Ralph H. Perry, Jr. has joined The 
Westfield Agency of New Jersey, Inc., at 
Westfield as an account executive. The 
Westfield Agency is an affiliate of Griswold 
and Company, brokers and average adjust- 
ers, of New York City, and Tampa, Fla., 
Los Angeles San Francisco, and Oakland, 
Calif. Mr. Perry has spent his entire 
insurance career with O'Gorman & 
Young, Inc., Newark, N. J. 





Archie Slawsby, president of the 
Slawsby Agency at Nashua, N. H., and 
past president of the National Associa- 
tion of Insurance Agents, was host at an 
open house for the agency in its new, 
modern office on Main St. Nashua, 
erected to replace the quarters destroyed 
by fire. The agency has scheduled an 
open house for the community for to- 
day, October 28. More than 200 from 
the insurance industry were present at 
the open house last week. 


* * * 


Dr. J. Grant Irving, Aetna Life med- 
ical director, has a son, Bruce, who 
pitched in the minor baseball leagues 
last season. Dr. Irving’s nephew, Ken 
MacKenzie, is rated as having a “better 
than average” chance to make the Mil- 


waukee Braves pitching staff next 
spring. He was selected as the most 
valuable player in the recent Little 


World Series after his team, the Louis- 
ville Colonels, beat Toronto. Both Bruce 
Irving and Ken MacKenzie are Yale 
graduates. 





Alan 


Drescher. 


Cook with Gustave 


(left) 


Alan Cook, production and public re- 


lations man in the David C, White 
Agency, Inc., New York, shown in 
picture above, receives from Gustave 


Drescher, administrative vice president, 
Marine Midland Bank, William Street 
(N. Y.) office, the cup donated by that 
bank for best low gross (71) in recent 
golf tournament of The Chiselers at 
Bonnie Briar Country Club, Larch- 
mont, N. Y. This is Mr. ‘Cook’s sixth 
low gross victory in as many insurance 
golf tournaments so far this year. At the 
recent Garden City C. C. tournament of 
Insurance Multiple Peril Society (IMPS) 
he scored a 66 for 18 holes, two strokes 
off the course record. His average score 
in tournaments to date is 72.1. (Mr. Cook 
is the son of William Cook, Sameth 
Agency, Inc., one of the best known fire- 
casualty production men along William 
Street. 
* * * 


Gertrude M. Kiefer, advertising man- 
ager of American Casualty of Reading, 
Pa, and C. F, Scheer, public relations 
director, Zurich-American Insurance 
Companies, have been named co-chair- 
men of the 1960 Agents Award competi- 
tion of Insurance Advertising Confer- 
ence for “best use of advertising.” At 
the same time Douglas Bewick of The 
Travelers’ public information and ad- 
vertising department, has been put in 
charge of the company awards exhibits 
for the 1961 annual meeting. That IAC 
gathering will be held at the Equinox 
House, Manchester, Vt. next June. 
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General Manager Edgewater 
Beach Hotel 


William G. Callahan has been vice 
president and general manager of Edge- 
water Beach Hotel, Chicago since Au- 
gust. The appointment was made by 
Roger P. Sonnabend, president of Hotel 
Corporation of America’s hotel and 
motor hotel divisions. 

Prior to this appointment Mr. Calla- 
han was vice president and general man- 
ager of New York City’s Hotel Commo- 
dore which he first joined as executive 
assistant manager in 1953. His experi- 
ence in the hotel field dates back to 1937 
when he became traveling auditor for 
the American Hotels Corporation. Dur- 
ing the following year he entered the 
U. S. Army Signal Corps of which he 


was a lieutenant colonel when dis- 
charged. 
A graduate of Cornell University 


School of Hotel Administration he be- 
came general manager of the first luxury 
hotel in the Caribbean in charge of the 
operation for Generalissimo Trujillo in 
the Dominican Republic for three years, 
1948 through ’51. Named operating vice 
president of AHC in 1951 he held that 
position until he joined the Commodore 
two years later. 
* * 
Sertel-Reducka Joins 
Marsh & McLennan 


Sertel-Reducka, Inc., one of the Miami, 


Fla., leading insurance agencies, has 
become a part of Marsh & McLennan, 
Inc., international insurance _ brokers. 


Hermon Dunlap Smith, president of 
Marsh & McLennan, described the move 
as a step in pace with Florida’s economic 
growth and in line with his firm’s prac- 
tice of providing complete local insurance 
facilities for national as well as_ local 
business firms. : 

.. L. Sertel, formerly president of 
Sertel-Reducka, will continue active as- 
sociation with the agency as vice pres- 
ident of Marsh & McLennan, T. D. 
Reducka, formerly vice president and 
treasurer, will continue in an advisory 
capacity. Samuel B. Woods, formerly 
resident manager of the Miami office 
of Liberty Mutual, will be associated 
with the firm as vice president. The 
agency will continue to operate at 950 
South Miami Avenue, and its present 
name will remain unchanged until the 
first of the year, when it will become 
Marsh & McLennan. 

Sertel-Reducka was organized in 1932. 
Mr. Sertel was the founder of the 
Greater Miami Insurance Board and 
has been an active member ever since. 
He has been a director of the Florida 
Association of Insurance Agents. Marsh 
& McLennan is an international insur- 
ance brokerage organization with repre- 
sentatives, affiliates and correspondents 
in virtually all of the world’s maior 
markets, It has 26 offices in the United 
States and others throughout Canada, 
Central and South America, Europe, 
South Africa and Australia. It was 
founded in 1871, through a predecessor 
firm, and has been established under 
its present corporate name for 60 years. 

















International Industrial Conference 


To be in San Francisco 

Thirty-three leaders in business, indus- 
try, and finance have been named to a 
United States Advisory Council for the 
International Industrial Conference to 
be held in San Francisco in ‘September, 
1961. 

The conference will bring together by 
personal invitation more than 500 execu- 
tive officers representing the free world’s 
leading business, financial, and industrial 
organizations. Organized entirely under 
private auspices, it is jointly sponsored 
by the National Industrial Conference 
Board and the Stanford ‘Research Insti- 
tute. The conference will be held Sep- 
tember 11-15, 1961, President of National 
Industrial Conference Board is John S. 
Sinclair, former executive vice president, 
New York Life. 


Affiliated Photo-Conway 
John S. Sinclair, president, National 


Industrial Conference Board. 


The U. S. Advisory Council, which 
held its first meeting October 29, in New 
York, is one of three groups of industrial 
leaders that will help guide the pro- 
gramming of the MIC. Chairman of the 
council is Henry C. Alexander, chairman 
of Morgan Guaranty Trust Co., New 
York. 

Members are William M, Allen, presi- 
dent, Boeing Airplane Co.; Stanley C. 
Allyn, chairman of National Cash Regis- 
ter Company; A. O. Beckman, ‘president 
of Beckman Instruments, Inc.; Albert 
K. Chapman, vice-chairman of Eastman 
Kodak Co.; Gen. Lucius D. Clay, chair- 
man of board of Continental Can; John 
T. Connor, president of Merck & Co., 
Inc.; Paul L. Davies, chairman of the 
board and chief executive officer, of Food 
Machinery and Chemical Corporation; 
Frederic G. Donner, chairman of the 
board of General: Motors; Donald W. 


Douglas, Sr., chairman, Douglas Aircraft 
Co., Inc.; Henry Ford II, president and 
chairman, Ford Motor Co.; and Carl J. 
Gilbert, chairman of the board of The 
Gillette Company. 

Also, H. J. Heinz Il, chairman, H. J. 
Heinz Co.; Arthur B, Homer, chairman 
and chief executive officer, Bethlehem 
Steel Corporation; Frederick R. Kappel, 
president, American Telephone and Tele- 
graph Company; J. Ward Keener, pres- 
ident of B. F. Goodrich Co.; Charles H. 
Kellstadt, chairman of the board of 
Sears, Roebuck and Co.; Augustus C. 
Long, chairman of the board of Texaco 
Inc. ; Henry R. Luce, editor-in-chief of 
Time Incorporated; Thomas B. McCabe, 
president, Scott Paper Company; John 
J. McCloy, chairman, Chase. Manhattan 
Bank; Donald C. McGraw, president, 
MicGraw-Hill Publishing Co., Inc.; and 
Charles G, Mortimer, chairman, General 
Foods Corporation. 

Also, Henry T. Mudd, president of Cy- 
prus ‘Mines Corporation; Malcolm Muir, 
chairman, and editor in chief of News- 
week. 

Carrol M. Shanks, president The Pru- 
dential ; William C. Stolk, chairman, 
American Can Co.; Charles S. Thomas, 
president, Irvine Company; E, J. Thom- 
as, chairman, Goodyear Tire & Rubber 
Co.: Juan T. Trippe, president, Pan 
American Airways; Thomas J. Watson, 
Jr., president of International Business 
Machines Corporation; F. K. Weyer- 
haeuser, chairman of the board of 
Weyerhaeuser Co.; and William K. 
Whiteford, president of Gulf Oil Corpor- 
ation. 

The International Industrial Confer- 
ence 1s expected to draw participants 
trom over 50 nations. Headquarters will 
be in San Francisco’s Fairmont Hotel. 
with several pienary sessions and round 
table discussions to be held at other 
appropriate places throughout the city. 

* * * . 


Reader’s Digest to Make New 

Inquiry into “Fine Print” Article 
_ Because of the belief in the insurance 
industry that an article in Reader’s Di- 
gest published in the October issue did 
not accurately present insurance infor- 
mation the editor of that influential pub- 
lication has assigned two or three edi- 
torial staff men to work on another 
article that wou'd be more helpful, con- 
structive and informatively accurate. 

The which 


. article, was written by 
Frank J. Taylor, bore the caption “Have 
You Read Your Insurance Policies 


Lately?” It turned out to be a warning 
that people had better keep a close 
watch on “slick” insurance companies 
“that take advantage of policyholders in 
the ‘fine print’.”” Mutual Of New York 
was among companies which criticized the 
article, especially for lumping all “in- 
surance” into one category, resulting in 
the public being confused. 

Among other things the article in the 
Reader’s Digest suggested that people 
who want a qualified insurance agent or 
broker should write to the National As- 
sociation of Insurance Agents. Many 
members of that association do not write 
life insurance. The Reader’s Digest had 
been shown the letter which Mutual Of 
New York sent to the field and it in- 
formed the company about the assign- 
ment it has given staff men to make 
further inquiry about the statements in 
the article to which the insurance in- 
dustry objects. 

* 


Get Out the Vote Ads 


Employers Mutuals of Wausau, which 
was cited by the American Heritage 
Foundation for its get-out-the-vote ac- 
tivities in the 1956 ‘Presidential election, 
is featuring the same theme with full- 
page ads in election eve issues of leading 
national magazines. 

The latest chapter in its “Wausau 
Story” series of ads features George 
Romney, president of American Motors 
Corporation, as guest writer. Pointing 
out that.“the issues of the election are 
more important than the candidates,” 
Mr. Romney urged voters to find those 
issues and understand them “so that we 
can go to the polls as informed voters.” 
Success, says Mr. Romney, can_ be 
dangerous “if. we become over-confident 








| Host to Insurance Men 





WILLIAM G. 


CALLAHAN 





that only what has worked in the past 
will work in the future.” 

Wausau registered 99.1% of all eligible 
voters in the 1956 election, with 95.5% 
going to the polls. 

* * 
Insure Parade and Game 


The mammoth Oyster Bowl parade 
held recently in Norfolk, Va. before the 
Navy-Southern Methodist University 
football game was insured for a million 
dollars. Also, insurance was taken out 
that both teams wou'd show up. 

Mel Blassingham, past potentate of 
Khedive Temple in Norfolk and chair- 
man of this year’s affair, said he had 
received numerous calls from sponsors 
of floats and marching units. 

“They all wanted to know if, as spon- 
sors, they’d be held legally responsible 
if anything happened to one of the par- 
ticipants,” Mr. Blassingham said. “I told 
’em not to worry, that we’re carrying a 
million dollars in liability insurance.” 

Insurance to protect Khedive Temple 
from loss if the elements prevented the 
game from being played was in the 
amount of $125,000 to cover expenses and 
anticipated profit. The parade was held, 
the game played and Navy won 26-7. The 
insurance was in Lloyd’s of London. 

x 


Kitchen and Living Room Chief Fire 
Risks in Homes 

More than half of all destructive fires 
in American homes start in the kitchen 
or living room, the Greater New York 
Safety Council reports. A bulletin on 
fire protection in the home was pre- 
pared by the Safety Council as part of 
its contribution to Fire Prevention Week 
and was distributed, in cooperation with 
the community Council of Greater New 
York, to 2,000 women’s clubs, Parent- 
Teacher associations and civic groups 
throughout the metropolitan area. 

The bulletin contains advice ranging 
from family fire drills and frequent in- 
spections of electric cords and plugs 
to the proper size of fuses to be used 
in the home. 

Marjorie B. May, director of home 
safety of the Greater New York Safety 
Council, said nationwide figures indi- 
cated that 26% of desiructive home fires 
got started in kitchens and 26% in living 
rooms. Other potential danger spots, 
requiring regular inspection and avoid- 
ance of accumulations of flamable or 
escape-blocking materials, are halls and 
closets, bedrooms, basements, attics, 
garages, and spaces between walls and 
floors. 

Mrs. May said that the rate of fire 
loss so far this year indicates that the 
toll for 1960 in home fires alone will be 
more than $365,000,000 property loss, 
6,000 deaths, and more than 36,000 serious 


injuries. 
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New York Agents in 
Downstate Gathering 


SESSIONS HELD AT GARDEN CITY 


Schepens Finds Many Assigned Risk 
Application Errors; Douglass, Bate- 
man and Others Speak 
Nearly 70% of thousands of applica- 
tions for assigned risk auto liability 
coverage received by the New York As- 
signed Risk Plan since revisions went 
into effect on October 1 have not been 
properly completed, Manager George J. 
Schepens told about 1,000 agents and com- 
pany representatives attending the an- 
nual downstate regional meeting of the 


ROBERT B. DOUGLA 
New York State Association of Insur- 
ance Agents Tuesday at the Garden City 
Hotel in Garden City, Long Island. He 
urged producers in handling assigned 
risk applications to answer each question 
and have papers signed by applicant or 
agent and notarized. Also he said that 
a large number of applications are filled 
out by hand with the handwriting illeg- 
ible. He asked general use of type- 
writer or hand-printing 

These troubles, which Mr. Schepens 
expects will be greatly reduced as time 
goes on, are now causing much extra 
work for the Assigned Risk offices en] 
likewise for the producers to whom the 
incomplete, or incorrect applications ave 
returned. Also delivery of FS 1s 
deayed. Normally Mr. Schepens stated 
that FS 1s can be sent out with.n 2} 
hours, assuming applications are correct. 

Mr. Schepens stressed the validitv 
checks for eligibility for assigned risk 
coverage under the revised program. The 
vadidity checks, covering physical condi- 
tion, previous records of drivers and 
other factors, have the support of the 
New York Motor Vehicle Department 
and the New York Insurance Depart- 
ment. Premiums must be paid, the 
speaker stressed, before coverage as- 
signments are made. 


are 


Many Spzakers on Program 


Numerous other speakers 
the day-long meeting at 
Chairman William |]. Blum, and Ben- 
jamin Hemley, regional vice president, 
opened the morning and afternoon ses- 
sions respectively. Lionel M. Goldberg, 
president, Suburban New York Associa- 
tion. presided. Other speakers included 
|. Carroll Bateman, general manager, 
Insurance Information Institute; Robert 


addressed 
Garden City. 


> 


B. Douglass, pres:dent of the state asso- 
ciation; Raymond A. Muth, executive 
vice president, and George A. Kramer, 
Jr., treasurer; Arthur L. Schwab, chair- 
man of legislative committee; Va more 
H. Forcier, executive secretary, Insur- 


ance Federation of New York; Insur- 
ance Superintendent Thomas A. 
Thacher; Kenneth O. Smith, manager of 
New York Fire Insurance Rating Or- 
ganization; William A. Pollard, execu- 
tive secretary o' National Association; 
William A. Leslie, Jr.. general manager 
of National Bureau of Casualty Under- 
writers; Anne Pfifferling, Federation of 
New York Insurance Women’s Clubs, 
and Samuel L Greenberg, member of the 
New York State Senate who addressed 
the luncheon session. 

James T. Wright, president of The 
Tappan Zee Insurance Fieldmen’s As- 
sociation and George A. Nelson, president 
of Long Island Fie’dmen’s Association, 


= 





voiced greetings. Improving agency eff- 
ciency was the subject of an agents’ pane] 
discussion in which the participants were 
Maurice A. Nalven, Charles J. Schoen, 
Royal Brush, Thomas P. Walsh, William 
Robertson and Marguerite Pedersen. 
President Douglass announced that 
Harry Lown of Batavia has been ap- 
pointed chairman of the advert:sing com- 
mittee for 1961 succeeding Mr. Muth. 
He called for full sapport from agents 
for the NAIA ad campaign next year. 
He also revealed appointment of a com 
mittee he headed by Past President A. 
C. Deisseroth of Syracuse. long a legis- 
lative expert, to study the rating bil! 
(Continued on Page 25) 
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960 UNDERWRITER 
> ffi - chairman of Inter-Regional at annual 
nel =o ¢ l I e Pp d { meeting suc ceeding Mr. Boyle. Lawrence 
ere ff Multip e ines, roaucer ontracts, C. Hall, vice president, New Hampshire 
yon, i Insurance Co., was elected vice chairman 
iam & ~ I R , M " and J. L. Erhardt, vice president, Royal- 
i d Globe Insurance Group, was elected 
= . | ! 
hat @& tresse at nter egiona eeting treasurer. A’] three new IRIC officers 
ap- ff : were elected to one-year terms. : 
in- § Replies to criticisms of revisions in the costs and on a 40% mark for expenses Elected to Inter-Regional’s executive 
ath. : Homeowners program were made by and underwriting profit came largely committee for three-year terms were 
‘nis (Frank W. Boyle, chairman of the Inter- from producers and their associations. Mr. Dillard, Felix Hargrett, vice presi- 


ear. Regional Insurance Conference, at the He told the Inter-Regional meeting that 








m- i organizations annual meeting at the company leaders should be prepared to 
A. Hotel Piaza in New York ‘City. Mr. meet with agents frequently in respect 
gis- Boyle, who is vice president of the to new programs about to be undertaken. 
bill Employers’ Fire in Boston, said that John H. Dillard, vice president, The 

critical statements on lower premium Fund Insurance Companies, was elected 


Another step forward by The HOME.. 


as rapidly as possible. 


The HOME! 


Te HOME: 
































dent, The Home; Milton W. Mays, vice 
president, America Fore Loyalty Group; 
and Fred D. Watkins, vice president, 
Aetna Insurance Co. 

Annual reports were presented to the 
meeting also by Kent H. Parker, general 


\to open more doors... close more sales for you! 


.a Boiler and Machinery Insurance Department to 
‘help you close on more accounts—and help you open new doors! Right from the start, this new 
» department is equipped to write every form of boiler and machinery insurance, including endorse- 
ments on consequential damage, outage, and use and occupancy as well. 


Staffed by experts with many years of background in boiler and machinery insurance underwrit- 
ing, sales and administration, the department will work closely with producers in risk analysis 
and development of protective programs to fit the insured’s needs. The department’s activities 
will be concentrated in the eastern United States at first, but the area served will be expanded 


Since, in so many cases, boiler and machinery is a vital line, addition of this coverage is bound 
to help HOMEtown agents, both as a compelling door-opener and in total account selling as 
well. So when you think of boiler and machinery insurance, it makes. good sense to think of 


Sraurance Company 


Property Protection since 1853 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 





Affiliated Photo—Conway 


JOHN H. DILLARD 


New Chairman 


manager of IRIC; Charles M. Close, ex- 
ecutive vice president, Great American, 
chairman of the finance committee, and 
Mr. Dillard, chairman of the committee 
on fiscal affairs. 


“If we had failed to recognize the com- 
petitive situation as well as the experi- 
ence of the class, our position would 
have been extremely vulnerable,” Mr. 
Boyle said. Additionally, if we do not in 
the future keep constantly abreast of the 
competition, this all-important class will 
gravitate to the direct writers and spec- 
ialty companies, more particularly those 
with captive agency organizations, just 
as rapidly as the private passenger auto- 
mobile business did. 

“Every one of us is cognizant of the 
success they have had in the automobile 
field. We are equally aware that the 
counter measures now being undertaken 
were long in coming; so long in fact that 
it is indeed doubtful if we shall ever 
regain our position as leaders in the 
automobile field. That must not happen 
with the Homeowners class of business, 
nor for that matter any other class com- 
ing within the scope of Inter-Regional. 

“Unfortunately, the implementation of 
the package concept in both the com- 
mercial and personal areas is often-times 
retarded, not only by reason of hand-in- 
hand filing processes, but also and more 
particularly because the work and study 
various organizations other than Inter- 
Regional must accord the proposed prod- 
uct. This condition can be easily cor- 
rected by making certain the Multi- 
Peril Advisory Committee or its suc- 
cessor, representing as it does all 
branches of the business—fire, casualty 
including fidelity, and marine—is cloaked 
as it should be with the necessary au- 
thority to act with power—power which 
will be completely recognized by the 
various branches the advisory committee 
represents. This will, I am sure, enable 
us to expedite present plans under con- 
sideration as well as those which will 
come before us in the future. 

“The wisdom of eliminating to the 
fullest possible extent the element of 
delay, is all too apparent. By doing so 
the competitive edge becomes innocuous; 
and member-restiveness, which frequent- 
ly generates independent action, is al- 
layed. 

“Criticisms of the homeowners pro- 
gram have not gone unanswered. The 

staff has done a capable job in making 
full use of its opportunities, both in pub- 
lic appearances and releases through In- 
surance Information Institute. This does 
not mean the criticisms have subsided, 
nor does it mean there will be no future 
outspoken opposition to the program. 
The programs rating formula—namely, 
60% for losses and loss expense, 34% 
for expenses, and 6% for profit—is, in 
and of itself, though-provoking, especially 
when one realizes that future rates 
will be meticulously geared to this form- 
(Continued on Page 25) 
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CPCUs Hear Plea For Leadership 


To Preserve Free Market Economy 


Kirkpatrick of U. S. Chamber of Commerce Tells New York 
Chapter and 1960 Designees of Threat of Concentration 
Of More Power in Federal Govt. 


There never was a time when parting 


of the ways between individual free- 
dom under free market economic system 
and the road of doubt under a system 


of rigid controls by a powerful central 
government in Washington was so clear- 
ly laid out before the country, in the 
opinion of A. L. Kirkpatrick, manager of 
insurance department of Chamber of 
Commerce of the United States. 
Speaking before the annual conferment 
luncheon of the New York Chapter of 


the Society of Chartered Property and 
Casualty Underwriters at the Hotel 
Astor in New York City he said insur- 


ance and other lines of business are still 





a: 


KIRKPATRICK 


choice to hod to the 
road to freedom ‘ ‘if we are willing to pay 
the price in hard, diligent work. In that 
case the insurance industry and the men 
who comprise it have a brilliant future 
ahead.” 


free to make a 


32 Receive CPCU 


Thirty-two men who passed the d-ffi- 
cult CPCU examinations received their 
designations at this luncheon. They came 
from the New York metropolitan area 
Henry A. Herman, Jr., president of the 
New York Chapter, presided and Arthur 
C. Goerlich, president of the Insurance 
Society of New York and secretary of 
the American Institute for Property and 
Liability Underwriters, presented the 
diplomas and delivered the CPCU 
“charge” of honor and integrity. 

Milton R. Ulrich was chairman of 
committee on arrangements for 
luncheon attended by over 300 members 
of CPCU and guests. Others on the 
committee were Roderic O. Kreuser, 
Stanley Butwin, Benjamin Hubay, Glenn 
D. Schwenker and Sidney Scheel. Other 
officers of the New York Chapter are 
Melvin Washaw, first vice president; 
Mr. Schwenker, second vice president; 
John W. Specht, secretary, and Mr. But- 
win, treasurer. President Loren W. 
Smoyer of the Long Island Chapter was 
also present at the meeting. 


the 
the 


Names of Designees 


Fol'owing are those who received their 
CPCU designations: 

Joseph M. Ahearn, Liberty Mutual; 
Francis David Bell, The Surety Associa- 
tion of America; Alfonso Bertolino, Zur- 
ich; Eugene F. Buckley, Consolidated 
Mutual; George R. Cross, Great Ameri- 
can; James A. Dunne, Maus & Co.; 


Robert W. Earley, America Fore Loy- 
alty Group; Ju'es I. Epstein, Joseph 
G. Gray & Company, Inc.; Noah Fisch- 


Joseph 
Agency, 
Firestone 


man, Max Fischman Insurance; 
M. Fowler, Walden Insuring 
Inc.; Burton M. Freeman, 
Agency. 

Also Archibald C. Gernert, Lethbridge- 
Owens & Phillips, Inc.; Ward Gordon, 
Marsh & McLennan, Inc.; Thomas J. 
Haddican, Frank B. Hall & Co., Inc.; 
Robert A. Heiges, Cornwall & Stevens; 
Walter Johnson, American Casualty; 
George J. Keller, Merchants Fire; Her- 
bert M. Ledogar, American Mutual Li- 
abilitv; Harris B. Lefrak, Morris Kulok 
Co.; John Levy, Herman J. Eaton, Inc.; 





ARTHUR C. GOERLICH 
John E. Macdonald, Commercial Union- 
North British Group; James P. Morri- 


son, Independent Insurance 
Maurice Newman, Burnham, 
Co.; Arthur T. O’Malley, 
Company of North America. 

Also William J]. Powell, 
Insurance Group; William 


Agency; 
Owens & 
Insurance 


Royal-Globe 
A. Quinn, Jr., 


Frank B. Hall & Co., Inc.; Robert B. 
Rowland, Aetna; George F. Schireck, 
United States Fidelity & Guaranty; 
Charles N. Shepherd, Aetna; William D. 
Spain, Lake Mahopac Agency, Inc.; 

Robert L. Westin, Home Insurance Co.; 

Gordon M. Zanetti, Clarence B. New- 


house, Inc. 
Call for Leadership Made 


Mr. Kirkpatrick, who has been insur- 
ance department manager of the Cham- 
ber since 1945, called for leadership in 
making sure that the whole fabric of 
economic system is improved and main- 
tained. 

“There is a great opportunity for the 
property and casualty insurance industry 
to apply some of its superb talents in an 
attack on the great lack of understand- 
ing of our free market economy. This 
is the weak spot in insurance which 
needs to be strengthened. The industry 
has great capacity and trained person- 
nel which are expert in analysis of an 
issue, in marshalling all of the salient 
facts and then communicating them to 
the most effective centers of influence. 

“There are powerful forces at work 
toward the concentration of more and 
more power and activity in the central 
government. The Federal government, 
as a property owner and an employer, 
has little need for private insurance,” he 
observed. 


“With merely a change in attitude 
among the policy-makers in the Federal 
government, the vast amount of insur- 
ance which is now written by private 
companies through independent agents 
and brokers could, where the govern- 


ment is an important factor, be elimi- 
nated. 


“Right now the country is in the midst 
of making a new decision. No doubt 
many people would describe it in many 
different ways. Those who advocate 
more government interference in our 
economy reason something like this: ‘Our 
economy isn’t growing fast enough. We 
need to produce more so everybody can 
have more. The way to do it is for the 
Federal government to spend more.’ 


Government Intervention 
“At this point the advocates split on 
what its cost will be to the taxpayers. 
One school says, it won’t cost the tax- 
payers anything because it will produce 


greater taxable incomes, more tax rev- 
enue so it will pay its own cost. 
“Another branch of the spenders 


argues that too large a share of our na- 
tional production is going into consumer 
goods. The peop‘e are being spoiled and 
growing soft in their prosperity. So the 
government must syphon off more of 
the total production through taxes and 
use it for public works of various kinds, 
national defense, highways, schools, 
hospitals. 

“In any event it all adds up to more 
government intervention in the field now 
largely occupied by private enterprise. 
And if it doesn’t include more encroach- 
ment into the field of private insurance, 
then all of the signs are deceptive,” Mr. 
Kirkpatrick warned. 

“Il urge you, as the insurance leader- 
ship men who will direct the growth and 
progress of the insurance industry dur- 
ing the next few years, to find a way in 
which you, and many more like you, can 
create within the innsurance industry a 
decision to modernize its fighting capa- 
bilities from its Maginot Line concept 
and extend its facilities to inc!ude the en- 
tire economic system, to work for a better 
understanding of it and for its improve- 
ment—making it work more effectively in 
the public interest—as the best method 


of improving the insurance industry it- 
self. 
Chamber Program of Aid 
“The Chamber of Commerce of the 


United States has been devoting a major 
portion of its total effort toward re- 
cruiting men in every industry and 
every community who are wiling and 
able to assume some leadership on be- 
half of a dynamic free market economy. 
It is issuing constantly a call for vol- 
unteers to serve the cause,” Mr. Kirk- 
patrick stated. 

“Tt has provided training and weapons 
for these volunteers and these are avail- 
able to you. They consist of three basic 
programs which are aimed to create a 
corps of men capable of exp'aining and 
improving our free market economy. 

“First, is a discussion group study 
course to give the participants a better 
understanding of the workings of our 
economic system, of the many criticisms 
and attacks that are being made against 


it, and how to interpret the system to 
people and answer these arguments 


clearly and persuasively. 

“Second, is the Chamber’s action 
course in practical politics. This, too, is 
a discussion group study course written 
by practical politicians and approved by 
the national committees of both major 
political parties. It deals with the fund- 
amentals and mechanics of party organ- 
ization and operation from the local pre- 
cinct to the national level. 

“Third, are Congressional action com- 
mittees in local chambers of commerce 
throughout the country in which a group 
of serious-minded men meet regularly to 
discuss the most important issues cur- 
rently before Congress. Fu'l, detailed, 
factual information on each issue is furn- 
ished to the committee members by the 
National Chamber. Members are then 
in a position to make their views known 
to their representatives in Congress as 
each issue comes to a critical action 


stage. 


“The Insurance Committee of the 
Chamber has recently launched a plan to 
make these programs available to study 
groups in company home offices and to 
local associations of producers or groups 
formed from management people from 
several smaller home offices located near 
one another in the same city. 

“The Insurance Committee’s action is 
based on the belief that there is an ap- 
palling lack of articulate businessmen 
who are equipped with a thorough grasp 
of the basic principles underlying our 
economic system. As a result, few men, 
even men who are otherwise very well 
informed, can make a convincing ex- 
planation or carry on a persuasive argu- 
ment in support of our economic sys- 
tem. Few businessmen deny that there 
is great need for our own management 
people to become so equipped,” Mr, 
Kirkpatrick stressed. 

“The Insurance Committee is proceed- 
ing on the premise that, of the three 
Chamber projects, the economic under- 
standing program shou'd come first so 
that men may become better prepared to 
play an active and effective role in po- 
litical action later. 

“More than 30,000 business people have 
completed the economic understanding 
course, mainly through discussion groups 
formed among staff members in a single 
company or in groups sponsored by a 
local chamber of commerce to inc ude 
men from many different business seg- 
ments. 


Complete Equipment Available 


“For these groups the National Cham- 
ber is prepared to supply complete 
equipment—sets of texts, tape recordings, 
questionnaire test sheets and discussion 
leader’s guide— at a modest charge. 

“For men who have completed the 
economic understanding course, _ the 
Chamber has prepared slide presenta- 
tions with scripts to assist them in speak- 
ing before various public and private 
bodies. One such ta!k, for example, is 
entitled ‘Who Profits from Profits’ and 
is aimed to dispel the mystery, misun- 
derstanding and misinformation about 
profits which is so prevalent in the pop- 
ular mind, 

“Other presentations deal with ‘Money 
and Control of the Money Supply,’ a 
subject on which there is a wealth of 
misinformation and misunderstanding. 
Another talk covers “Taxes” and _ still 
another deals with “Inflation, Its Cause 
and Prevention.” 

“I've told you enough to indicate to 
you the crying need for leaders—for men 
who understand and can speak up—for 
our free market economy. Anyone of 
you can at least form the nucleous for an 
economic understanding group in your 
own office with your own associates. You 
can use the Chamber’s texts and equip- 
ment or you can develop a study pro- 
gram of your own. You can take this 
first step toward becoming an effective 
warrior for a free market economy, and 
become also a more valuable insurance 
executive.” 


North America Announces 


Employe Stock Offering 
Directors of Insurance Company of 
North America recently adopted a_reso- 
lution providing for the fifth offering 
under the employee’s stock subscription 
plan. The announcement was made by 
INA President John A. Diemand. 

Since the plan’s inception, wel over 
2,000 INA employes have subse ribed for 
a total number of 62,417 shares of stock 
at cost to subscribers of $4,000,000. De- 
pending upon whether these employes 
retained their initially purchased shares 
and additional shares received as_ stock 
dividends since the time of purchase, 
their shares would now total 156,000 with 
a market value of approximately $10,- 
241,000. 

The offering is similar in a'most every 
respect to the four prior offerings made 
under the plan since its adoption in 
1949. Shares of INA stock will be of- 
fered at a price not lower than 20% be- 
low market price.at the close of busi 
ness on the day preceding the offering. 
The offering date was October 19. 


— 
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Brewer on Small Explosions and 


6 o a ° e e 
Proximate Cause” in Litigation 
By Wm. Conant Brewer, JR. 


Attorney in Boston 


Wm. Conant Brewer, Jr., well known 
Boston attorney, discussed many legal prob- 
lems associated with explosion damage in 
an address to the American Bar Associa- 
tion in Washington. Parts I and II of his 
talk were published in previous issues. Part 
III, the conclusion, appears herewith: 

One interesting point which has not 
been considered by the courts in any 
great detail so far concerns what may 
be called for lack of a better word, small 
explosions. Does the concept of explosion 
include, ipso facto, a minimum of vio- 
lence or force in absolute terms? The 
point was raised quite vividly by the 
Keleket X-Ray case, with which most 
insurance attorneys are familiar. Here 
the court found that a capsule % of an 
inch long and % of an inch in diameter, 
containing radioactive substances and 
subject to substantial internal pressure, 
exploded, and as a result thereof dis- 
bursed radioactive substances through- 
out the plant. Testimony was presented 
by a witness that he had heard a “pop” 
and had seen a white issue from the 
capsule. 


Definition of Explosion 


There are at least three questions 


raised here. Is the violence which is 
normally associated with an exp!osion, 
and which is required in most judicial 
definitions, merely relative, or must it 
have a force and impact which is sig- 
nificant in terms of human experience? 
Could we have a microscopic explosion, 
invisible and inaudible, but violent in 
reference to its own surroundings ? The 
court in Keleket states, without elabora- 
tion, that the definition of explosion 
must be relevant to the facts of the 
particular case. It is perhaps not with- 
out significance that the definition chosen 
omitted expansion of volume as a factor. 

Further, does a “small explosion” be- 
come more or less remote when_ the 
violence associated with it is insignificant 
in view of its consequences? We shall 
discuss causation, but it is recognized 
that remoteness is not necessarily a mat- 
ter of time or space, but must be 
judged by all of the circumstances. Or 
might we say that, even though not re- 
mote, a “small explosion” is not of suf- 
ficient substance, in the light of human 
experience, to Justify its designation as 
a cause at all? 

Finally, does the “small explosion” 
suggest a further concept of a “friendly 
explosion,” analogous to a “friendly 
fire?” At least by implication, this con- 
cept has been rejected by two courts, 
one of whom permitted damage under 
an explosion policy for blasting damage, 
even though the blasting was confined 
in scope and amount to its proper place, 
and in a second case where the bursting 
of a rubber pressure diaphram, designed 
to be burst in order to protect the equip- 
ment, qualified as an explosion. But 
note that, while at one time damage 
caused by explosions within an aircraft 
Or motor vehicle were excluded from the 
so-called optional perils policy, such an 
explosion no longer appears in the fire 
Insurance policy or the boiler and ma- 
chinery insurance policy. ‘Consider, fi- 
nally, the rifle which is fired by mistake 
indoors, injuring beyond restoration a 
valuable painting on the wall. May re- 
covery be had under the extended ex- 
plosion endorsement of the dwelling 
house fire policy? 

Cracking of Steel Shells 

Another situation 


which is on the 





border line of explosion is the cracking 
of the steel shell of boilers and pressure 
vessels. Under the coverage provided 
by the boiler and machinery insurers, 
it is specifically provided that the crack- 
ing of any part of the object other than 
a cast iron part shall not constitute an 
insured accident. The question, of course, 
is when is a crack a crack, and when 
is it a sudden and accidental tearing 
asunder. This problem has given rise to 
numerous disputes, particularly when the 
crack is large enough to permit the 
leakage of contents. 

The companies take the position that, 
if the crack opened suddenly and with 
violence, it is a sudden and accidental 
tearing asunder, but that if it is a grad- 
ual development from a hair line crack 
over a period of time, it is not sudden 
and accidental and therefore not covered. 
This appears to be supported by the 
available case law, but the difficulties of 
proof are obvious. 

Because of the concurrence of ex- 
plosion with fire and other catastrophies, 
the question of proximate cause has 
arisen in explosion cases on numerous 
occasions, and in common with its ap- 
pearance elsewhere, the manner of its 
application in many cases defies both 
common sense and legal analysis. The 
matter is sufficiently important to be 
placed in its proper perspective. 


Proximate Cause 


Most courts using the phrase “proxi- 
mate cause’ mean that even or that 
cause to which legal consequences shall 
be attached; thus, if the event chosen 
is an explosion, coverage results, while 
if it is some other event, there is none, 
the legal consequences being the attach- 
ment of the insurance and the _ pay- 
ment of indemnity by the carrier. It 
should be kept firmly in mind, however, 
that the responsible or proximate cause 
depends entirely upon the question which 


is at issue. As Professor Nicholas St. John 
Green put it almost one hundred years 
ago, if you suppose that a man has 
drowned in a river, we may, if he was 
pushed, say the other person was the 
cause; or if he was blind, say that ‘his 
attendant was wrongfully absent, or if 
the water was unusually high, say that 
the unexpected rainfall was the cause; or 
in the terms of a medical inquiry, say 
that the cause of his death was suffoca- 
tion by water entering his lungs. 

To bring the situation closer to home, 
while the courts have held frequently 
that loss resulting from an explosion 
caused by a friendly fire does not fall 
within the coverage of a fire policy ex- 
cluding explosions since the explosion 
is regarded as the “proximate” cause of 
loss, on the other hand in a‘suit by a 
landlord against a tenant for negligence 
resulting in loss by explosion of the 
same nature, where the lease provided 
that the tenant would not be hable for 
damage caused by fire, the court has 


held that the friendly fire was the 
“proximate cause” and the tenant not 
liable. There is no discrepancy; the 


question is different, the considerations 
of policy are different, and the answer is 
naturally different as well. 


Remoteness 


It is also well to keep in mind that 
there are two distinct causation problems 
which arise under insurance policies, 
both of which have been treated in- 
discriminately by, the use of the phrase 
“proximate cause.” The first is the ques- 
tion of whether a particular event is 
too remote in the chain or net of causa- 
tion to be considered a responsible cause 
at all. If “proximate” is to be used, this 
is the logical place for it. An excellent 
example of remoteness is found in a 
series of cases holding that concussion 
damage on the insured premises, caused 
by an explosion off the premises whic ‘h 
in turn was set off by a hostile fire, is 
not covered under the explosion provi- 
sions of the fire insurance policy. 

The other causation question is quite 
different and comes before the court 
when it has been found that two events, 
neither of which is too remote, are eli- 
gible for selection as the responsible 
cause of the loss. The question before 
the court is which of the two concurrent 
causes shall be selected. An example here 
would be a case in which the freezing 
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of a feedwater pipe causes the explosion 
of a steam boiler. In these cases, the 
courts have usually and properly held 
that, if one concurrent cause falls under 
the insuring agreement and the other is 
specifically exciuded under the policy, 
there is no coverage; while if one of the 
concurrent causes falls under the insur- 
ing agreement, and no concurrent cause 
is specifically excluded, coverage exists. 
The cases allowing recovery in the event 
of an explosion caused by hostile fire 
on the premises consititute the principal 
exception to this rule, an exception 
which apparently arose from the fact 
that at one time such an _ explosion 
would otherwise have been without avail- 
able insurance coverage. 


Loss by Flood 


Flood also furnishes an excellent ex- 
ample of this concurrency prob.em. At 
the present time, loss caused by flood 
waters is not customarily excluded from 
either fire insurance policies or the 
boiler and machinery insurance policies. 
Even though an explosion loss is clearly 
the result of flood waters, it wou.d ap- 
pear that coverage exists under the ex- 
tended explosion endorsement, provided 
the explosion otherwise comes within 
the insurance contract. If, on the other 
hand, a covered explosion is caused by 
an excluded event, such as the bursting 


(Continued on Page 28) 
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Ellis on Competition 


(Continued from Page 1) 


accomplished fact, that there has been 
surprisingly little litigation in light of the 
vast scope and diverse operation of the 
property and casualty industry. 

On the O'Mahoney subcommittee in- 
vestigation, he stated that the “majority 
of the subcommittee appear to be rather 
disappointed that they could not definitely 
recommend Federal regu‘ation of the in- 


surance business.” However, Mr. Ellis 
said, they were extremely critical in 
many areas. He noted that this sub- 


committee is not composed of insurance 
men and its primary purpose is con- 
cerned with possible violation of anti- 
trust laws which are designed to preserve 
a competitive economy in the United 
States. No one would oppose this gen- 
eral premise, he said, but there is a 
sharp distinction between competition 
within the insurance industry as opposed 
to various other types of business. 


Sees Insolvency for Small Companies 


The result of “dog eat dog competi- 


tion” in the insurance industry, he said, 
could only be insolvency of insurance 
companies, especially the smaller ones, 


or numerous mergers of the less fortu- 
nate companies with their giant competi- 
tors. A tendency toward monopoly by a 
few giants in the insurance industry 
would be the ultimate resu‘t, he said, 


“which is the very result that the Sub- 
committee on Antitrust and Monopoly 
would wish to avoid. 


On introduction of a rating bill for the 
District of Columbia by Senator O'’Ma- 
honey, he said the Senator specifically 
declares that the bill does not attempt 
to reverse the policy of state regula- 
tion. The Senator felt, however, that 
the present District of Columbia fire in- 
surance act, which requires all insurers 
to be members of the rating bureau, is 
frequently used as an argument to avoid 
the intent and purpose of Congress in 


enacting the McCarran Act, Mr. Ellis 
added. In presenting his bill, he said, 
Senator O’Mahoney criticized some of 


what he regards as basic defects in vari- 
ous state laws, particularly regarding 
mandatory membership in rating bu- 
reaus. 

His bill, Mr. Ellis explained, would 
continue provision for rating bureaus, 
but would also allow an insurer or sub- 
scriber to a rating bureau to make use 
of the fruits of the labor of the bureau 
and still file independently unless it 
specifically authorized the bureau to 
file on its behalf.” If widely adopted, 
he said, one serious effect of such a pro- 
vision could be the relegation of bureau 
functions to those of merely a statistical 
organization. Apparently, he said, this 
is “the Senator’s and the subcommittee’s 
view of what a rating bureau should be.” 
Mr. Ellis noted that the trend in various 
court decisions under present rating laws 
is already nearing that conclusion. 

Senator O’Mahoney’s bill makes no 
provision for deviation procedures or 
minority appeal, he further explained. It 
stipulates that every rate is immediately 
effective upon filing, subject to subse- 
quent disapproval in the event the com- 
missioner finds that the rate does not 
meet the statutory test, he added. 


psig of Inadequacy 


Mr. Ellis viewed as another danger to 
the ada insurance company the defini- 
tion of inadequacy found in the D. C. 
bill “No rate shall be held to be inade- 
quate which upon reasonable assump- 
tions of prospective loss and expense 
experience will not produce an under- 
writing loss.” He noted that this defi- 
nition was lifted intact from the pro- 
posal of the National Association of In- 
dependent Insurers. The definition makes 
no provision for proft of an insurer in 
the statutory test of adequacy, he said. 

“What is the future of the small in- 
surance company if this D. of C. bill 
hecomes a countrywide pattern,” Mr. 
Ellis asked. “The National Association 
has stated to the Commissioners’ com- 
mittee and to the Senate Subcommittee 
that it is essential to the public welfare 
that there be a favorable climate for 


sound, well-managed small companies to 
operate. 

“Also, we maintain that it is essential 
to stability in the business that rating 
bureaus be maintained and encouraged. 
The cost of private insurance can never 
be known in advance. The bureau serv- 
ice of furnishing rates compiled on the 
basis of statistics from many companies 
must be maintained if the industry as a 
whole is to remain solvent. 


“One almost inevitable result of the 
O’Mahoney type rating bill would be an 
unhampered freedom of operation for 


sharpshooting insurance companies. For 
example, suppose a company wishes to 
skim the ‘cream’ in some _ insurance 
classification and decides to make a fast 
entry. It files a rate that will get the 


business, even though not supportable, 
which rate is immediately effective. 
“Supporting data is required under 


Senator O’Mahoney’s bill, but the rate 


is not thereby affected immediately, but 
only after the Commissioner and_ his 
staff examine the filing at some future 
date. Then, after required hearings are 


held, the Commissioner may disapprove 
the rate. 

Rate “Sharpshooter” Has Advantages 
“However, this disapproval would not 
be retroactive, but wou'd only apply to 
the future,” Mr. Ellis pointed out. “No 
penalties are provided for gross inad- 
equacy of a rate by the sharpshooting 
company. You can see what could hap- 
pen. The sharpshooter has skimmed the 
cream at low rates and now has the 
business. As soon as one rate is held to 
he inadequate, after legal procedure of 
a hearing, what is to stop the sharp- 
shooting insurance company from then 
filing a slightly different rate, or even 
the same rate? 

“Here again time is consumed while 
the Insurance Commissioner catches up 


to it and, after required hearing, again 
disapproves it. 
“A widespread adoption of O’Ma- 


rating philosophy cannot be to 
the best interests of the agents as a 
whole. I am fearful that if Senator 
O’Mahoney’s rating bill becomes a wide- 
spread pattern through compulsion of 
Washington rather than by exercise of 
free judgment by a state legislature, 
these abuses are going to creep in, to the 
detriment of the public and of agents. 
“It would appear that the vast ma- 
jority of the representatives of the in- 
dustry in each and every f 


honey’s 


one of its 


INA Names Barthelmes 
To Post in Washington 


AS A SPECIAL REPRESENTATIVE 
Assistant Secretary at New York in 
Charge of Fixed Location Classes, 
Long a Popular Figure 
A. Wesley Barthelmes, assistant sec- 
retary of Insurance Company of North 
America, has been appointed special rep- 
resentative for the company in Washing- 
ton, D. C. He will assume his new posi- 
tion on November 1. Since 1954 Mr. 
age mes has been manager of INA’s 
New York office, where he was respon- 
sible for the production and underwriting 
of fixed location property insurance 

classes of business. 

He is one of the most popular insur- 
ance men in New York City and has wide 
contacts with company men, producers, 





members of the press and others. His 
constant willingness to cooperate with 
people, his kindly personality, his per- 


suastveness will stand him in excellent 
stead in his new post in Washington. 
Mr. Barthelmes first became associ- 
ated with INA in 1947 when he joined 
the company as an agency superintend- 
ent. In March, 1948, he was appointed 
assistant secretary. 
segmen‘s feels. the ut regulation of the 
industry by the states is in the best in- 
terest of the policyholders. There is a 
small percentage who feel that their own 





best interests wou'd be best served by 
Federal regulation of the insurance in- 
dustry. 


own 


lo that small segment who believes in 
Federal regulation I should like to pose 
one question, do you think for a mo- 
ment the adoption of Federal regulation 
of the insurance industry wi eliminate 
or do away with regulation by the 
states too? 

“T submit that in the event there is 
Federal regulation that there will also 
continue to be state regulation and it 
would appear that regulation will be 
piled on top of regulation unnecessarily. 
I believe that the time has come for all 
men of good will in the insurance busi- 
ness to join hands in the protection of 
the public and our business. The danger 
of irresponsible competition must be 
contained before it adversely affects the 
public and the entire business.” 
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BARTHEL}: ES 


A. WESLEY 

Prior to joining INA, Mr. Barthe'm.s 
held a seven-year post as secretary in 
charge of inland marine and spec.al line 
operations, North British & Mercantile. 
Previously, he served for four years as 
marine secretary of the National Union 
Fire. A native New Englander he was 
manager of the home office inland marine 
department of the America Fore Group 
before going to Pittsburgh. 

Mr. Barthelmes has lectured at the 
Insurance Institute of America, New 
York Insurance Society, Pittsburgh In- 
surance Association, and at field meet- 
ings and seminars throughout the United 
States. In addition he has had numeroas 
articles published in the insurance trade 
press and associated journals. 

_Mr. Barthelmes’ professional affilia- 
tions have inciuded the Rain Insurance 


Association, (past president), Inland 
Marine U nderwriters Association, and 
Inland Marine Insurance Bureau. He has 


also served as chairman of the rating 
commission, Armored Car & Messenger 
Bureau. He is a member of the Drug 
and Chemical Club, International Order 
Blue Goose, New York; Downtown 
Athletic Club, New York; Sales Execu- 
tive Club, New York, and National Sales 
Executive Club. 


Bradford Smith Tribute 


In making announcement of Mr. Bar- 
thelmes’ transfer from New York to 
Washington, Executive Vice President 
Bradford Smith, Jr., of INA said: 

“Mr. Barthelmes is a very able and 
greatly admired INA officer. He has 
been a great trouble shooter and _ has 
held a number of varied and important 
posts. In each he has advanced the in- 
terests of the company. He is_ being 
given another new and important as- 
signment. 

“Bart has accepted this sensitive post 
of special representative in Washington. 
He will represent the management of our 
company in many areas of the utmost 
importance to us and to producers and 
I would like to say I consider ourselves 
lucky to have a man of Barts great 
capabilities who is willing and able to do 
this difficult but intensely interesting job 
for us.” 





Commander’s Dinner of 


7 | all 
Legion on November 15 
Insurance Post 1081, American Legion, 
has completed arrangements for its 28th 
Annual Commander’s Dinner at Whytes 
Restaurant, New York City, on Novem- 
ber 15. This year the dinner wi!l be in 
honor of Commander James Kenny 
Tickets may be secured from the din- 
ner chairman, Frank M. Uebelacker, 
Whitehall 3-1800. Members of the dinner 
committee are Past Commanders James 
S. Conway, toastmaster; William I. 


Baxter, Howard A. Kochendorfer, Leon- 
ard Marcel, 
Steers, 
Beck. 


Joseph A. 
and Fred 


Lawrence Kane, 
Edmond R. Doran 
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Millard T. Wilson Dies; 
Had Long Been II 


THE TRAVELERS AGENCIES HEAD 





Went to Home Ofice in Hartford After 
Experience in Southeast; Elected 
P. in 1954 





Vice President Millard T. Wilson of 
The Travelers Companies, a member of 
the group’s executive department, and 
in charge of agency departments, died 
October 23 in Hartford after a long ill- 
ness. 

A native of Marion, N. C., and a grad- 
uate of North Carolina State College he 
started his insurance career in June, 
1929, with The Travelers as an engineer 
at the Charlotte branch office. He later 
served there as a special agent and man- 
ager of fire and marine lines. In 1940 
he was named superintendent of agen- 
cies at the home office. 

Prior to being elected vice president 
of Travelers Fire and Charter Oak Fire 
he was secretary of the southern depart- 
ment and later secretary of the fire 
companies. His e ection as vice presi- 
dent of The Travelers and Travelers 
Indemnity was in 1954. He succeeded 
Esmond Ewing in administration of the 
production division of all The Travelers 
companies. 


C. D. Dunne, President Index; 
Insurance Reports, Dead 


Charles D. “Pete” Dunne, president 
of Dunne Press, Inc., publishers of 
Dunne’s International Insurance Reports 
and of the Insurance Index, a magazine, 
died October 25 after being stricken with 
a heart attack. He was son of James E. 
Dunne, long a well known figure in in- 
surance journalism. 








Inter-Regional 


(Continued from Page 21) 


ula. Presently its full impact is not ap- 
parent nor will it be until the inexorable 
pressures, of losses on the one hand and 
expenses on the other, exceed the sum 
of the permissibles. 
Conferences With Producers 

“Some criticisms of the Homeowners 
program stemmed from agency ranks. In 
the future we can, either in a large 
measure or entirely, avoid those by doing 
a more effective job of internal rela- 


tions with agents, brokers, and their 
conference organizations,” Mr. Boyle 
stated. 


“In short, we should be prepared to 
meet with our agents frequently. They 
constitute our sales organization, and 
notwithstanding their independent status 
we owe it to ourselves to obtain the full 
benefit of their thinking at the local 
sales level. Additionally, we can make 
their jobs easier if we but make it a 
practice to consult and confer with them 
in respect to new programs about to 
be undertaken. This is a characteristic 
of every other business which depends 
upon sales. The insurance’ business 
should be no exception, and Inter-Re- 
gional with its talented staff and _ its 
keenly knowledgeable committees is 
certainly among the best prepared to 
confer with brokers and agents. 

“Agreements may not always’ be 
reached as a result of these conferences, 
but out of them will come a better un- 
derstanding of each others problems and 
hopefully the presentation of a united 
front in meeting attacks on those phases 
of our business in which we have a com- 
mon interest—and where there is no 
common interest, each segment should 
and can assist the other.” 


N.Y. Agents Meet 


(Continued from Page 20) 





offered by Sen. O’Mahoney for the 
District of Columbia as to its effects 
in New York State. He feels insurance 
agents must give close attention to the 
open competition rating bill drafted by 


the Senator from Wyoming. 

Mr. Muth made a strong plea for 
agents’ contribution to the national ad- 
vertising fund. New York nearly 
reached its goal of $78,000 for 1960 and 
he feels certain the $82,450 quota for 
1961 will be achieved. He stated the ad 
campaign nationally has had a far 
greater impact than originally expected 
and is “packing a real wallop.” 

Bat>man on Public Relations 

Dec aring producers are the “face” of 
the business to the insurance public and 
that they exert the predominant opinion 
of insurance on the public, Mr. Bateman 
of I.I.I. said the stock insurance indus- 


try public relations programs must in- 
clude agents and brokers as vital seg- 
ments. However, he cautioned that pub- 
lic relations cannot be a full solution 
to all the frictions and misunderstand- 
ings between producers and companies, 
although it can make a large contribu- 
tion to bridging the present gulf. He 
believes long range educational programs 
can aid in furthering cooperation be- 
tween companies and producers and in 
teaching the general public true facts 
about insurance. 

Mr. Bateman feels deeply that public 
relations go beyond answering criticisms 
through use of publicity. He deplored 


the tendency of stock insurance to go 
largely on the defensive and take nega- 
tive positions on legislation. The indu- 
try should likewise be “for” various 
objectives, taking positive and forward 
positions. He finds competition forcing 
many changes, and differences of opin- 
ions which cannot be ignored. Public 
relations functions have a duty to -aid 
management in successfully meet ng the 
changes and objectives of corporate sur- 
vival and growth. He is confident in- 
surance will emerge from these rapid 
changes stronger, better and more effi- 
cient, and he is not discouraged by 
present problems. 








TRY THIS WINNING PLAY 


to run up a big score this fall. 


Etna fieldman to agent to prospect. 


Successful sales plays start with your 


Astna fieldman. 


Have a blackboard session with him 


soon. 


He’ll tell you how to hit the line — Fire, 
Casualty and Marine. 


He’ll suggest ways to line up prospects 
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and handle your approach, explain the 
coverage and close the sale. He will 


put effective sales literature in your 


nature. 


CESS. 
Try it. 
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Population, Economic Growth Offers 


Agents Fine Prospects in Own Areas 


Suggestions for getting added premium 
income and agency profits from present 
policy holders and from the many new 
property owners moving into the New 
York metropolitan and downstate areas 
were offered by Kenneth O. Smith, gen- 
eral manager, New York Fire Insur 
ance Rating Organization, when address- 
ing the regional meeting of the New 
York State Association of Insurance 
Agents at Garden City on Tuesday. 

Citing figures to reveal the extensive 
population growth in New York State 
Mr. Smith told the agents that “accord- 
ing to preliminary 1960 census figures, 
the population of New York State is 
16,655,836, an increase of 12.3% since 
1950. In that same period, the combined 
population in Nassau and Suffolk coun- 
ties more than doub‘ed. As the popu- 
lation increases, demand for housing, 
services, including schools, churches, and 
industrial construction also increases 

“The economic growth of the down- 
state region has paralleled the rapid rise 
in population in the metropolitan New 
York area. New industries and_busi- 
nesses have been attracted by the larger 
labor supply in the suburban areas which 
in turn have attracted more people. 


New Prospects by the Acres 


“Prospects by the acre,” declared Mr 
Smith. “New butchers, new bakers, new 
candlestick makers, new clients, all 
around us. Has the number of new cli- 
ents in your office increased in propor- 
tion to the population increase of your 
community ? Do you have your share of 
the new business establishments serving 
the community? Let’s briefly look at 
just one group representing the chief 
stronghold of small business and typical 
clients of the local independent insur- 
ance agent. 

_ “These are the service trades: (1) 
personal service such as laundries, bar- 
her shops, shoe repair etc.; (2) busi- 
ness service such as advertising agen- 
cies, research testing labs, duplicating 
services, etc.; (3) amusement and rec- 
reation service—bowling, motion pictures, 
etc.; (4) repair services for autos, ap- 
pliances, etc. and of course (5) food and 
lodging services of hote’s and motels. 

“The New York metropolitan area re- 
ported a rise in receipts for these serv- 
ice trades of 34% from 1954-1958, the 
dollar gain being $1,482,000,000. 

“However, as to construction costs 
some appraisal charts show an increase 
of as much as 34% for that period, com- 
pared with the conservative 21.3% figure 
of the U. S. Department of Commerce. 
Let’s accept the combined figure of 16.3% 
of Federal indexes as reasonable; then 
the inflationary influences on the values 
of real and personal property should be 
added to the economic growth previ- 
ously cited, and you have additional 
‘acres of diamonds’ among your clients 
whose property values must be ade- 
quately protected. 

Prospects in Own Backyards 

“Premium volume can truly be in- 
creased by ‘prospecting in your own 
backyard’. One agent, selling aggressively 
has more than doubled his business based 





KENNETH O. SMITH 


on premiums from new customers plus 
increasing insurance for existing ac- 
counts. Another producer estimates a 
steady increase of premium vo ume from 
present clients at the rate of approx- 
imately 3% per year simply as a con- 
sequence of increased values. 

“To illustrate his point he showed me 
his files for typical accounts,” Mr. Smith 
said. “In many cases additional amounts 
of insurance were ordered each year to 
reflect higher construction costs, the ad- 
ditional values represented in new or in- 
creased cost of machinery and fixtures 
plus larger stocks of materials, supplies, 
finished products or other contents held 
by clients to fill the needs of the in- 
creased population in the area. 

“To do a professional job, you should 
consider your clients’ total insurance 
needs, and to do that job intelligently, 
it should be done by one producer. You 
must be able to obtain accurate informa- 
tion on the property values of your cli- 
ent. Sell your insured the desirability 
of appraisal service for building and ma- 
chinery, furniture and fixtures values. 
The businessman’s accountant usua!ly 
will support your reasonable requests 
for information as to insurable values 
and will also give the data needed to 
properly write business interruption in- 
surance. Keep in mind the seasonal peaks 
of your insured. Christmastime for some 
business, Easter for others. 

“One agent said that the first step in 
prospecting an account begins with the 
agent’s own office file. If the file on the 
client is not kept in an up-to-date condi- 
tion, the agent is at an immediate dis- 
advantage. On the other hand, with good 
agency records, often a telephone call at 
the right season will produce additional 
premiums. If you write a letter, be pre- 
pared for a follow-up of some kind, be- 
cause the written word is not as effec- 
tive as the personal call or visit and 
simply doesn’t produce the same rate of 
results.” 


Cook New President of 
Massachusetts’ Agents 


Edgar S. Cook of Weymouth was 
elected president of the Massachusetts 
Association of Insurance Agents at its 


6lst annual meeting at the Sheraton 
Plaza in Boston. 

The following officers also were 
elected: first vice president, Frank H. 


Doane, Northhampton; second vice presi- 
dent, Albert E. Bouvier, Southbridge; 
state-national director, Clifford E. Dunn, 
Fitchburg. 





See Need for Changes in 
Mich. Qualification Rules 


A tightening up of agents’ license 
qualifications and necessary broadening 
of a prospective new edition of the 
Michigan Insurance Reference Manual 
loomed in the wake of discussions be- 
tween industry representatives and De- 
partment officials. The Michigan Asso- 
ciation of Insurance Agents has been 
preparing the manuals for license appli- 
cants ever since 1942. The sixth edition, 
still in use, was issued in 1958. 

Recent drastic changes in types of 
coverage are requiring new knowledge 
on the part of applicants if they are to 
the public adequately, it was 
out by Darlyle Watters, di- 
rector of the Michigan Department’s 
licensing division, at an  association- 
sponsored conference at Kellogg Center, 
Michigan State University. 

Mr. Watters noted many innovations 
that have appeared in the business af- 
fecting the writing of fire and casualty 
lines. He said app icants have not been 
examined currently on such subjects as 
homeowners, single limit policies, merit 
rating, or the industrial and commercial 
packages. 


serve 
brought 





Baltimore Agents Oppose 
Binder Rule Change 


The Association of Insurance Under- 
writers of Baltimore, at its membership 
meeting recently adopted the follow- 
ing statement of position with regard 
to the ruling on binders, as evidenced in 
Washington, D. C. and several other rat- 
ing jurisdictions, principally in midwest- 


ern areas: 

“The Association of Insurance Under- 
writers of Baltimore opposes the new 
concept in company-agent relationship 


as evidenced by the filing in other states 
of a changed binder rule, which, in effect, 
gives authority to a third party—not a 
party to an agency contract—to make 
and enforce restrictions regarding the 
issuance of binders, which are a most 
essential business tool. 

“The new binder rule, as adopted in 
other rating jurisdictions apparent'y is, 
in the minds of some company execu- 
tives, a method of eliminating possibility 
of free insurance. This association be- 
lieves that companies who feel that some 
of their agents are granting free insur- 
ance should take proper steps to pre- 
vent abuse of the binder privilege. The 
association believes that this can be done 
within the framework of the present 
agency contract between the agent and 
his principal, and that no third party, 
such as a rating bureau, is necessary to 
correct any alleged abuses that a com- 
pany feels its agent is committing. 

“We hereby oppose and express our 
disappointment at the binder rule 
adopted in the District of Co!umbia sev- 
eral months ago, and elsewhere, prin- 
cipally in some midwestern areas. We 
also call upon the membership of the 
Maryland Association to voice their op- 
position to this intrusion by a rating 
bureau into the contractual relations be- 
rn an insurance agent and his prin- 
cipal, 
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Winners in Golf Tourney 


Held by The Chiselers’ 


For nearly 30 years the organization 
known as The Chiselers’ has been hold- 
ing golf tournaments around New York, 
chief purpose being to promote good 
fellowship through the medium of golf. 
At its tournament October 18, held at 
Bonnie Briar Country Club, Larchmont, 
N. Y., the following were the top win- 
ners in low gross and low net: 

Senior cup, best low gross, J. F. In- 
glis trophy—won by William Hanssler, 
who heads his own agency, with 806. In 
this competition Gustave Drescher, ad- 
ministrative vice president, Marine Mid- 
land Bank, William Street office, won 
third prize with low gross of 87. 

Mezey cup, low net, donated by Al- 
bert! Mezey, vice president-secretary, 
Home Insurance Co., won by R. J. Allan, 
partner in the State Agency, Brooklyn. 

Marine Midland Bank cup, donated by 
Mr. Drescher, won by Alan Cook, David 
ted — Agency, Inc., with low gross 
of 7/1. 





PEYTON B. BETHEL DIES 

Peyton B. Bethel, former secretary- 
treasurer of the Louisville Board of 
Insurance ‘Agents and the Kentucky As- 
sociation of Insurance Agents, died Oc- 
tober 15 at the age of 83, at his home 
in Louisville, Ky. He retired in 1953 
after 19 years with the local board. He 
was also a past president of the Louis- 
ville Credit Men’s Association. In 1953 


Mr. Bethel received the Cherokee Cup 
award for outstanding service to insur- 
ance. He was a graduate of Centre Col- 
lege and a member of Phi Delta Theta 
fraternity. Before entering insurance he 
was with the Falls City Clothing Co. 
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“How I turned a $10 inquiry into 
an $826 premium ...on the spot!” 


by a Cleveland insurance agent 


“One day not long ago, I received a telephone call 
from one of my clients inquiring about a Schedule 
Fidelity Bond for his office clerk. Bob Layne, Special 
Agent for The American, happened to be in my office 
at the time and suggested that we make an appointment 
right then to discuss the matter with my client. 


“During our visit, Bob surveyed and analyzed their 
entire Crime Insurance Program and made alternate 
quotations on the spot to coincide with his recommenda- 
tions. My client was very impressed with the coverage 
gaps pointed out by Bob and, as you can imagine, de- 
cided against the low-premium Schedule Fidelity Bond 
in favor of an entirely new program, covered by The 
American’s Blanket Crime Policy with a premium of 
$826. Furthermore, I was assured that more business 
would be coming my way shortly! 


“It couldn’t have happened at a more opportune 
time. The speedy (and successful) conclusion of our call 





on this risk meant that I could leave on time, with my 
family, on the vacation trip we had planned so long. 
And as for Bob Layne, I promised I’d send him a 
postcard first thing. He’s one guy I want to keep in 
touch with!” 


You, too, can help yourself to extra income by 
taking advantage of The American’s fine reputa- 
tion, multiple line facilities and excellent branch 
office services ... offering prompt policy-writing, 
expert engineering, premium auditing and speedy 
claim attention. Contact your closest branch office. 
Let us prove to you that The American means business 
..» MORE BUSINESS FOR YOU. 





NEWARK 1, NEW JERSEY 
The American Insurance Company «:American Automobile 
Insurance Company « Associated Indemnity Corporation 


ACCIDENT & HEALTH + ALLIED LINES + AUTOMOBILE + BONDS + BURGLARY « FIRE »« GENERAL LIABILITY 


GLASS « INLAND & OCEAN MARINE - 


MULTIPLE PERIL »« ‘WORKMEN’S COMPENSATION 
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‘Perlet Makes Hit in 
Talk at IMPS Lunch 


INTRODUCED BY HUGH WARD 


Hopes for Advent of Single Multi-peril 
Basic Policy to Which Special Type 
Risks Could be Added 


Harry F. Perlet, manager of the Multi- 
Peril Department of Inter-Regional In- 
surance Conference, made a fine impres- 
sion in his luncheon ta k Tuesday before 
the Inland Multiple Peril Society at 


Beekman Cafe on Beekman Street, New 
York. Introduced by Hugh B. Ward, 
Corroon & Reynolds Group, president 


of this recently formed organization, Mr. 
Perlet discussed with clarity “Past, Pres- 
ent and Future” in the malti-peril insur- 
ance market. About 45 men attended 
the luncheon. 

At the outset Mr. Perlet 
overall premium volume of 


said tha‘ the 
homeowner 


business in the United States for 1959 
was $452,000,000. a sizable increase over 
1958. The market is competitive and 


popularity of homeowners coverage wll 
increase. The speaker regretted that he 
could not advise members of IMPS as 
to when the new, new homeowners policy 
would be filed and then approved bv the 
New York Insurance Department. How- 
ever, he did say that it has been ap- 
proved in 13 states including five in New 
England and six in the midwest. 

One of Mr. Perlet’s most interest:ng 
comments was when he said: “We would 
like to see developed a single multi-peril 
hasic policy to which coud be attached 
forms when special types of coverage 
are devised. We believe that this basic 
policy would be the salvation of the in- 
dustry if it could be developed. It would 
mean a cut in company expenses, too.” 

The speaker had in mind that the 
printing of forms for special type risks, 
such as motel and laundromat, to be 
added to the basic policy would cost much 
less than what companies are now spend- 
ing for printing of separate motel and 
laundromat policies. 

As to the motel market he pointed 
out that there are now 70,000 motels in 
the United States and it is doubtful that 
if half of them, 35,000, are covered under 


“How 


separate po'icies. much more sen- 
sible it would be to have this coverage 
attracted to a basic multi-peril policy.” 


In the early part of his talk Mr. Perlet 
pointed to the premium vi lume growth in 
the residential phase of the homeowners 
comprehensive policy and then spoke of 
the four areas of Se word and com- 
mercial risks—the single industrial pol- 
icy, the habitation area—homeowners 
policy, commercial area and the special 
type risk. 

He closed his talk with congratulatory 
remarks to IMPS members for their 
wisdom in getting together each month 
to discuss major problems in the multi- 
peril field. 


Brewer on Explosives 


(Continued from Page 23) 
of a steam pipe under the fire insurance 
policy, the cases would suggest that no 
liability exists. Unless modified by cus- 
tom or clear business practice, this would 
appear to be a sound basis for the de- 
velopment of rules of causation in insur- 
ance matters. 
Attorneys representing commercial and 
industrial clients are occasionally in- 
volved in a matter concerning explosion 
coverage where there is an apparent 
overlapping or gap between the fire and 
the boiler and machinery coverage. 
Overlapping is, of course, not a matter 
for concern unless there is a dispute 
between the carriers. Where both agree 
that liability exists, the apportionment 
of loss is today regulated by industry 
agreement. 

Pressure Vessels 


By way of example, the ordinary ex- 
plosion coverage afforded industrial and 
commercial insureds by the Factory Mu- 
tuals and by the Factory Insurance As- 
sociation extends to pressure vessels 
having a maximum normal internal 








working pressure below 15 P.S.I., while 
most blanket pressure vessel policies is- 
sued by the boiler and machinery in- 
surers cover all pressure vessels of what- 
ever pressure. Thus there is an area 
below 15 P.S.I. where overlapping exists. 
In addition, the complexity of vessels in 
use today often makes it difficult or im- 
possible to determine the precise pres- 
sure in different areas of a single vesse!. 

Illustrative of the problem was a re- 
cent case involving a loss of $4,250,000 
in which the boiler insurer sought a 
declaratory judgment as to whether the 
phrase “maximum normal internal work- 
ing pressure” meant the design pressure 
or actual working pressure, whether the 
pressure was to be tested in the cook- 
ing area (which offered the exp osion 
hazard) or in the jacket area as well 
(which contained brine and did not offer 
the hazard of explosion) and finally what 
the actual pressure in the jacket was. 
Unfortunately from the standpoint of 
law, the jury returned a general verdict 
for the boiler insurer and no appeal was 
taken. 

Another area where apparent over- 
lapping, or perhaps a gap, has existed 
is with respect to certain types of ex- 
plosions within the furnaces of the re- 
covery boilers used in the paper business. 
Here the basic problem has been that no 
one fully understands or for that matter 
desires to insure these relatively fre- 
quent and costly accidents. Since these 
explosions may be caused either by the 
rupture of a boiler tube (insured under 
the boiler policy) or by some other 
source (insured under the fire policy), 
the situation presents a good example of 
technical uncertainty leading to legal un- 
certainty. 

The only available case resulted in a 
lower court verdict for the insured 
against a boiler and machinery carrier, 
no fire insurance being invol lved. The 
eventual outcome with respect to recov- 
ery boiler explosion will centainly be to 
exclude these explosions specifically 
from the coverage of both policies and 
then to provide the coverage at a rea- 
sonable additional premium. 

Where the available evidence is scanty, 
as it often is after a disastrous explosion, 
the question of which party must carry 
the burden of proof may be important. 
It is clear enough that the plaintiff must 
introduce at least some evidence of ex- 
plosion or the case will not go to the 
jury. Despite statements in many cases 
that “explosion” is a word of common 
meaning, expert testimony will be re- 
ceived as to whether an exp‘osion had 
occurred, and such testimony will pzo- 
vide the necessary evidence. 

Where an exception is involved, there 
is unfortunately a split of authority. 
In the majority of states, the defendant 
must sustain the burden of proving that 
the explosion fell within one of the ex- 
ceptions to the policy. In New York and 
a minority of states, the insured must 
make out his entire case, which means 
that he has the burden of proving that 
an explosion occurred which was not 
only within the insuring agreement but 
also was not within one of the exc'u- 
sions. There is a good deal of sense in 
the New York rule; the rule in the 
other states appears to be based more 
on history than on logic. 





Hull Experience 


(Continued from Page 29) 


fact that nearly all our shipyards are 
engaged principally in building new 
ships, and only three smaller shipyards 
are specialized for repairs. Their ca- 
pacities are not sufficient to accomo- 
date requirements of our fleet. This 
situation will be improved in the course 
of the next few years. 
“Notwithstanding somewhat poorer re- 
sults during the last years which were, 
the consequence of the total loss of the 
‘Tara,’ and to the increase of the costs 
of services of our shipyards and of 
some temporary weaknesses which al- 
ways accompany the rapid increase of a 
fleet, we consider that our hull business 
will already in 1960 and in the following 
years be much better due to the in- 
crease of the premium rates. 





ROYAL 


ROYAL INSURANCE COMPANY, LTD 
INDEMNITY COMPANY 


BUILDING UP 
THE BUILDER 





Insuring contractor’s equipment can be hazardous — for you. 
Not knowing how to tailor coverage for a hundred-thousand 


dollars worth of machinery — a 
typical risk — can reduce the con- 
tractor’s confidence in you and 
could cost you the account. But 
when Royal-Globe’s Inland Marine 
special representative is called to 
solicit, quote premiums and tailor 
coverage, you build yourself a 
better position. Our IM man knows 
the machines, the risk involved in 
different projects, and the different 
patterns of deductibles to apply. 
For building up the contractor — 
or any IM client or prospect — call 
Royal-Globe’s Inland Marine 


special representative! 
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Hull Experience in Germany, Spain, 


Italy and Yugoslavia ls Reviewed 


Reports on ocean marine hull experience 
this year in various nations of the world 
were made at the recent annual conference 
of the International Union of Marine In- 
surance in Washington. Some of those 
have already been published in these col- 
umns. Extracts from reports submitted 
by Germany, Spain, Italy and Yugoslavia 
follow: ‘ 

Karl-Friedrich v. Schlayer of Munich, 
who is a new member of executive com- 
mittee of IUMI, reporting for Germany, 
stated in part: ; 

“The German merchant fleet, consti- 
tuting almost the sole source of business 
on the German hull insurance market, 
suffered in 1959 the total loss of nine 
sea-going vessels and a number of 
smaller units, together aggregating some 
10,000 gross tons. The total losses in- 
curred resulted for the most part from 
strandings, in one case from fire. 

“While total losses thus remained 
practically at the same relatively low 
level as in 1958, the marine casualty 
experience in the current report year 
was again predominately influenced by 
an increasing number of partial losses, 
of which 64 alone (as opposed to 41 in 
1958) exceeded the DM _ 200,000,—level 
per claim, While the number of ground- 
ings and strandings dropped from 27% 
in the preceding year to 19%, the pro- 
portion of casualties emanating from 
collisions rose during the same period 
from 56% to over 61%. 

“Casualties ensuing from fire, explo- 
sion and engine-room damage also 
showed a fairly considerable increase, 
particularly in the category of major 
partial losses. Incidents involving bad 
visibility and fog showed an upward 
trend, while those due to fault on the 
part of ship’s management or pilots de- 
clined. 

“The majority of casualties—in partic- 
ular collisions — occurred during the 
hours of darkness. More than one half 
of all marine casualties occurred in 
German costal waters. Casualties in for- 
eign waters show an increase, partic- 
ularly in respect of the average tonnage 
involved. 


New Developments 


“With regard to the general trend of 
development, the tendency to reduce in- 
sured values still continues. Strong pres- 
sure On premium rates is likewise still 
being exerted under the influence of 
competitive tenders from abroad. With 
such tenders unfortunately being all too 
often submitted without — sufficient 
knowledge of risk, statistical records and 
the varying divergencies of standard hull 
conditions, the development of an even 
more active exchange of ideas and ex- 
perience between markets would be more 
than welcome in the interests of the 
present worldwide unfavorable trend of 
marine hull business.” 


Hull Insurance in Spain 


Reporting for Spain J. L. Esteva told 
the Marine Union: 

“As the result of the National Eco- 
nomic Stabilization Plan being put into 
Operation, 1959 has been for Spain a 
year of hopeful events. In effect the 
Measures taken by the Spanish author- 
ities under the auspices of the Interna- 
tional Monetary Fund are having a 
sound effect on our economy and mer- 
chant marine and are undoubtedly hav- 
ing repercussions in our hull insurance 
market. 

“Casualty experience for the year 
shows, according to the available figures, 
a notable improvement in comparison 
with 1958 by which the underwriting 





year of 1959 will probably yield a margin 
of profit to many hull underwriters. 
Nevertheless the results were greatly 
affected by the occurrence, in our rel- 
atively small market, of four major total 
losses. 

“On the renewals, the percentage in- 
crease for unfavorable results is fixed 
by the Tariff Committee and depends 
on the balance of net premiums re- 
ceived less claims paid and outstanding 
over the last four years. However#the 
rise that Spanish underwriters are suf- 
fering in those claims based on other 
currencies owing to the new rate of the 
peseta, would justify a request to the 
owners of an overall surcharge but be- 
cause of the present difficulties in the 
shipping industry it has not been con- 
sidered advisable to do this for the time 
being. 

“The more complex machinery in 
newer and larger vessels will probaby 
reflect in an increase in claims for ma- 
chinery damages but Spanish underwrit- 
ers cannot say they are yet encountering 
such a deterioration. On the contrary 
the renewal and subsequent modern- 
ization of our fleet and the sale for 
scrap of old and uneconomical vessels, 
increased because of the depression of 
the shipping industry, it is hoped will 
have a sound influence on our hull in- 
surance. 

“Generally speaking, delay in effecting 
repairs has diminished but frequently 
it is observed that many old and un- 
economical vessels are not taken out of 
service for classification visits but con- 
tinue, without class, awaiting better 
times or the opportunity for sale as 
scrap. This can be the cause of major 
claims. 

“The percentage of Spanish vessels 
laid-up for lack of cargo is insignificant 
and it is limited to low efficiency ves- 
sels. At the moment there is no laying- 
up of new tonnage. The continuity in 
the policy of economical stability and 
modernization of the merchant marine 
and on the part of underwriters the 
greatest co-operation and most strict ap- 
plication of underwriting norms ought 
to contribute to stress the slight im- 
provement that we are already noticing.” 


Hull Insurance in Italy 


The Italian hull insurance report, cov- 
ering 1959, stated in part: 

“Results of ‘hull’ business in 1959 and 
1958 present a remarkable improvement 
in comparison with the previous years 
and the definitive figures which will be 
known in the next years should con- 
firm the favorable provisions which can 
be made today, contingencies excepted. 

“Renewals of ‘hull’ policies have been 
effected, also in 1959, by applying the 
rules which the companies adherent of 
the ‘convention’ have imposed upon 
themselves and for which the same prin- 
ciples of the ‘Joint Hull Understanding’ 
have been adopted. 

“Claims for boiler and engine damage, 
should result, in 1959, in a lower per- 
centage than in the previous years; 
engine damages on modern vessels, 
should have a fully regular trend so that 
the Italian market has no particular 
remarks to make. 


Laid Up Vessels 


“Is is useful to point out how the 
normal risk for laid up vessels must 
now be considered in a certain way ag- 
gravated: in fact it must be observed 
that the port authorities often assign 
to laid up vessels places scarcely shel- 
tered, that the shipowners reduce to the 
minimum the ship’s crew and that the 


moorings are not always in the best con- 
ditions to resist winds and _ heavy 
weather. Moreover several laying up 
vessels are moored usually very near 
to each other, so that breakage or simple 
relaxing of moorings of one vessel is 
sufficient to cause heavy damages to 
many others. 

“For building risks, the Italian market 
continues to apply the rates and condi- 
tions of the Joint Construction Risks 
Agreement; the last agreement of 1960 
has been promptly applied. The trend 
of the building risks is carefully fol- 
lowed also in respect of each shipyard 
by the leader companies. 

“The. Italian insurance market has 
maintained also in 1959 very suitable 
contacts with the important markets 
and particularly with the London mar- 
ket favoring in every circumstance its 
most active collaboration to any intia- 
tive aiming at the improvement of the 
marine insurance.” 


1£60 Report on Hull Insurance in 
Yugoslavia 


_ Yugoslavia presented the following in 
its report on 1960 hull experience: 

“Development of hull insurance busi- 

ness in Yugoslavia in the period from the 
end of World War II up to now is a 
consequence of the rapid and large ex- 
pansion of our economy, particularly in 
the field of the shipping industry. If 
we take as basis for comparisons the 
year 1950 with 100, we see that the pre- 
mium income for insurances of ocean- 
going ships amounted in 1955 to 155, in 
1956 to 195, in 1957 to 307, in 1958 to 361, 
and last year, ir. in 1959, to 400. That 
is four times more than nine years ago. 
The increase of the premium income for 
insurances of coasters was during the 
last years much slower, although com- 
pared with the previous year in 1959 
an increase of 18% was achieved. 
_ “The rapid increase of the premium 
income from insurance of oceangoing 
ships is generally a consequence of the 
expansion of our fleet. In the first years 
after World War II our country made 
great efforts and invested large funds 
in the development of a large shipbuild- 
ing industry. These’ efforts were 
crowned with success, and in the course 
of the last few years we have built a 
great number of cargo ships for our 
shipping companies, as also for foreign 
shipowners, 

“This rapid increase of our fleet in 
the course of the last years was naturally 
accompanied by some temporary defici- 
encies which could not be avoided, but 
efficient means have already been taken 
in order to eliminate them as soon as 
possible. 


Hull War Risk 


Changes in hull war risk insurance are 
being made by the American Hull In- 
surance Syndicate according to informa- 
tion forwarded to brokers by Clifford 
G. Cornwell, chairman of the syndicate. 
These changes would broaden present 
insurance by restoring coverage against 
the conventional risks of war on a basis 
which will permit more practicable in- 
tegration with the government’s interim 
war risk insurance program. The Syn- 
dicate is the largest single market for 
hull insurance in the United States and 
one of the largest in the world. 

Mr. Cornwell tells brokers that the 
Syndicate is “revising the war risks and 
strikes clauses and automatic termina- 
tion clauses in order to make available 
to shipowners and shipoperators a 
broader commercial coverage of war 
perils. 

“Realistic appraisal of risks asso- 
ciated with the hostile use of nuclear 
weapons of war requires that our new 
clauses exclude loss, damage, or expense 
arising directly or indirect'y from any 
nuclear attack or hostile detonation of 
a nuclear weapon of war and that they 
provide for automatic termination of 
coverage upon such a happening. Sub- 
ject to this paramount limitation, the 
new clauses are designed to provide the 











Wm. H. McGee 
& Co., Inc. 


MARINE UNDERWRITERS 
111 John Street, New York 38, N.Y. 


Baltimore Philadeiphia 
Boston San Francisco 
Chicago Seattle 
Columbus, O. Toronto 
Dallas ontreal 
Houston ba 
Jacksonville Porto Rico 
Los Angeles Honolulu 


New Orleans Trinidad 8.W.!. 





Marine Institute Dinner 
At Pierre November 17 


The American Institute of Marine Un- 
derwriters will hold its annual dinner on 
Thursday evening, November 17, at the 
Hotel Pierre in New York City. Guest 
speaker will be Vice Admiral Ralph E. 
Wilson, USN (Ret), U. S. Maritime Ad- 
ministrator and chairman of the Federal 
Maritime Board. 





“With entering into active service of 
new modern ships a certain shortage 
in experienced captains and crew arose. 
For this reason the results of the last 
years were something worse, what in- 
duced us to increase last year the pre- 
mium rates for some 5%, and in 1960 
for additional 10%. What concerns the 
insurance of coasters it can be said that 
the results are satisfactory already a 
couple of years, so that a certain reduc- 
tion of the existing premium rates is 
planned. 


Cost of Repairs Higher 


“Costs of ship repairs and duration of 
such repairs show an appreciable rise 
and a certain delay in execution of re- 
pairs in our yards was observed in the 
last years. Compared with the figures 
for 1955 costs of services of our yards 
are today some 30 to 40% higher. 

“Delays in execution of repairs in 
Yugoslavia are a consequence of the 

(Turn Back to Page 28) 


Cover Revisions 


fullest measure of protection which we, 
as underwriters. can properly provide. 

“The automatic termination provision 
in event of outbreak of war is being 
restricted to war between two or more of 
the five major powers and is further 
qualified by a held covered clause to 
continue the insurance for vessels at sea 
into port and for twenty-four hours 
thereafter, always, of course, subject 
to cancellation in event of ,a hostile 
nuclear occurrence. 

“The clauses will be free of any re- 
troactive cancellation provision. The 
coverage will be for a period up to three 
months without any right reserved to 
underwriters to cancel or modify. There 
will be no charge in the coverage of 
requisition, preemption, etc. 

“It is our hope that this new coverage 
will permit easier integration of com- 
mercial coverage with our government’s 
interim war risk program. Our present 
practice of quoting and binding war risks 
not earlier than seven days prior to at- 
tachment will be maintained. It should 
be noted, that rates must be commen- 
surate with the more extensive cover- 
age to be provided under the new 
clauses, 

“Copies of the new clauses will be 
distributed in the near future with notice 
as to their effective date.” 


Page 30 
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Areas of Concern to Mutual Agents 
Discussed by NAMIA’s Pres’t Keyser 


24—In his 


Washington, D. C., Oct. 
review of the past year at this after- 
noon’s session of the National Associa- 
tion of Mutual Insurance Agents’ con- 
vention here today, John Keyser of Kal- 


amazoo, Michigan, retiring president, 
featured the following: 
Deplored an impending rate-war in 


homeowners filings and expressed confi- 
dence that companies will maintain ade- 
quate commissions as the only enduring 
method of promoting business; 

Appealed to insurance companies to 
make the merit rating system a more 
workable, less cumbersome and more el- 
fective too!, or replace it with a better 
one; . 

Expressed agreement with a new Dis- 
trict of Columbia rating bureau bill in- 
sofar as it offers reasonable competition 
but warned against the prospects of such 
action resulting in unregulated rates and 
forms. Asked for a qualified committee 
to study the bill’s soundness and neces- 
sity ; 

Reported six years of progress in 
NAMIA’s battle against coercion in the 
lending field; pointed out continuing 








Mutual Agents Elect 


Washington, D. C., Oct. 26—George 
R. McKiever, Coral Gables, Fla., today 
became president of the National As- 
sociation of Mutual Insurance Agents. 
He took office during the final sessions 
of the NAMIA’s 29th annual convention 
here in Statler-Hilton Hotel. 

Claude E. Spencer, Danville, Ill. was 
named president-elect and will take office 
next year. In the interim he will serve 
as NAMIA’s first vice president. Elected 
vice presidents were the following: _ 

C. Goodman Jones, Bluefield, W. Va.; 
Paul A. Garrick, Medina, N. Y.; Thomas 
Craig Watson, Gastonia, N. C.; and 
Thomas R. Mote, Piqua, Ohio. 

Harry E. Uhler, Baltimore, Md., was 
elected treasurer and Charles M. Scott, 
Ellicott City, Md., was elected secretary. 





trouble areas in this field; called upon 
the Department of Justice to take action 
when necessary ; 

Pointed to the dangers of Standard 
Oil’s precedent setting entrance into the 
travel insurance field and called upon 
that traditional champion of free compet- 
itive enterprise to reconsider its move 
and withdraw from competing, as a giant 
non-insurance corporation, with compan- 
ies that must depend totally on insur- 
ance for income. 

Mr. Keyser emphasized in opening and 
closing his address that while the bulk 
of his report was given over to discus- 
sion of matters of urgent concern, his 
own observations and experience in 
traveling all over the nation as President 
of NAMIA have convinced him that 
“our members are enjoying continuing 
success, are showing reasonable growth, 
and are still making a profit.” 


Hopes Commission Reduction Has Been 
Contained 


Mr. Keyser made the following com- 
ments on the atomolbile merit rating 
system and the District of Columbia rat- 
ing bill: 

“Commission reductions already have 
come about and I suspect that this trend 
will not be reversed. I would hope that 


the movement has been contained. The 
merit rating plan, now being offered in 
many states, is a significant ingredient in 
the automobile stew. 

“IT am concerned that at the present 
base rates this ingredient will u.timately 
produce an inadequate premium. Such a 
policy can only lead to ultra-selectivity 
in risk and greater volume in the as- 
signed risk pools. I cannot take excep- 
tions to those companies which have felt 
that merit rating was an inescapable 
answer to competition, but I wou d hope 
that they will ultimately find a more 
workable and less cumbersome tool] with 
which to work—a tool which will better 
do the job of anticipating the competi- 
tion. 

“We have carefully followed the pro- 
gress of the Congressional investigation 
of insurance. More immediately, we are 
considering, as of very real importance, 
the bill recently introduced in the Con- 
gress which, in effect, sets up a new 
District of Columbia rating bureau law. 

“We as mutual agents are undoubtedly 
on the side of reasonable competition, so 
we must be consistent to the extent that 
this act does offer reasonable competi- 
tion, we would want to look at it favor- 
ably. Some contend, however, that it 
offers prospects of totally unregulated 
rates and forms. If this proves to be 
the case, we would be greatly concerned 
that it would not be in the public in- 
terest any more than it is in the interest 
of the companies and agents. 

“These are purely personal reflections 
and I would only say in an official ca- 
pacity that our association could very 
well justify the study by a well qualified 
committee, authorized to determine the 
propriety, the soundness and the neces- 
sity of such far-reaching provisions as 
are contained in this bill.” 

Theme of the 29th annual convention 
was “Benchmarks For the Future.” More 
than 1,000 independent agents trom 
throughout the country attended. 


HITS INFLATED CLAIMS 


President of Mutual Agents Assn. Pro- 
poses Broad Commission Tax on 
Evil of Fraudulent Losses 

Anational commission representing 
insurance companies, agents, attorneys, 
physicians, auto repairmen, contractors 
and other professions and interests con- 
cerned has been proposed as a method 
of solving the nation-wide problem of 
false and inflated insurance claims. 

John Keyser, president of the Na- 
tional Association of (Mutual Insurance 
Agents, which opened its national con- 
vention in Washington October 24, 
made the proposal following a mecting 
of the NAMIA board, The mutual in- 
surance agent from Kalamazoo, Mich, 
had recommended action against the 
Stick-The-Insurance-Company practice 
at a meeting of the NAMIA advisory 
board. 

Mr. Keyser said that NAMIA already 
has the nucleus of such a commission 
in its Company-Agents Conference which 
met in ‘Washington, D. C., along with 
the national convention. This is an 
organization representing mutual insur- 
ance companies and the independent 
agents who sell their policies. 

“The task of finding a way to dis- 
courage and reduce to a absolute min- 
imum the practice of filing false and in- 
flated claims for insurance benefits is 
too complex to yield to the efforts of in- 


(Continued on Page 31) 


National Association 
Of Indep. Insurers Set 


FOR THE 16th ANNUAL MEETING 


Struck, Dairyland Mutual and Wildt, Re- 
tail Credit Added Speakers As Final 
Changes Are Made 


The final line-up for the National As- 
sociation of Independent Insurer’s 16th 
annual meeting October 31-November 3 


at the Chase Park Plaza Hotel, St. 
Louis has been disclosed. Two new 
speakers have been added and one 


famous one has been unable to attend. 

Humorist Herb Shriner originally 
scheduled for an address Tuesday, No- 
vember 1, has cancelled because of pre- 
vious committments. Stuart H. Struck, 
president, Dairyland Mutual Insurance 
Co., Madison, Wisc., has replaced Dr. 
Robert Rennie, vice president, Nation- 
wide Insurance Co., Columbus, Ohio, on 
an auto accident compensation panel, 
Tuesday, November 1. C. V. Wildt, as- 
sistant vice president, Retail Credit Co., 
has been named to a panel discussion 
Thursday, November 3, on auto cancella- 
tions. 

Registration and committee meetings 
will take place Monday, October 31. On 
Tuesday, the general session gets under- 
way with an invocation by Rev. Joseph 
A. McNicholas, assistant director of 
Catholic Charities, Archdiocese of St. 
Louis. C. W. Leftwich, association presi- 
dent, who will preside over the general 
session, is slated to make an address 
later in the morning. Mr. Leftwich is 
vice president of Nationwide Insurance 
Co. 

C. Lawrence Leggett, Missouri Insur- 
ance Superintendent, will make the wel- 
coming address, while Edward B. Rust, 
State Farm Cos. president will respond 
to Mr. Leggett’s address of welcome. 

Beery of NAIC a Speaker 

After Mr. Leftwich’s talk, the associa- 
tion will hear the manager’s report from 
Vestal Lemmon, NAII general manager 
and an address by Colorado Insurance 
Commissioner Sam Beery, president of 
the NAIC. 

Rev. W. Robert Steinmeier of the Nel- 
son Presbyterian Church, St. Louis, will 
give the invocation Tuesday. In the 
afternoon, Professor Harry Kalven, Uni- 
versity of Chicago, will moderate a forum 
on auto accident compensation systems. 
Panelists and their topics include: 

Prof. A. A. Ehrenzweig, University of 
California at Berkeley (“Toward an Auto 
Accident Compensation Plan”); Prof. 
Herbert Kuvin, University of Miami, 
Coral Gables, Fla. (“A Critique of Auto 
Accident Compensation Plans”), and Leo 
Selinger, general manager, Civil Serv- 
ice Employees Insurance Co., San Fran- 
cisco (“The California Story”). 

George Menefee, insurance consultant 
and lecturer, Louisiana State University, 
Baton Rouge; Clarence Kenney, vice 
president, Allstate, Skokie, Ill. and Mr. 
Struck will be discussants. A banquet 
for members and guests which will in- 
clude dancing and entertainment will be 
held that evening. 


Cooke to Give Talk 


Wednesday morning, Harry A. Pratt, 
insurance division manager for Shatter- 
proof Glass Corp., Detroit, will present 
a film “Reducing Windshield Worries.” 
Ben D. Cooke, president, Agency Man- 
agers Ltd., New York City, and chair- 
man, B. D. Cooke and partners. London, 
will follow with a talk on “Why Sur- 
plus Line Business ?” 

Two other timely addresses to be made 
that morning are “Accident Prevention 
Works” by Governor Howard Pyle, 
president, National Safety Council, Chi- 
cago, and “The Government’s Role in 
Agriculture,” by Charles B. Shuman, 
president, American Farm Bureau Fed- 
eration, Chicago. 

Rabbi Samuel Thurman. United He- 
brew Temple, St. Louis, will give the in- 
vocation that afternoon, with Sen. Estes 
Kefauver, Tennessee, making the fea- 
tured address. An executive session and 
reception will follow. 

A forum Thursday morning on “What 
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AUTO UNDERWRITING 
MANAGER 


A medium-sized multiple line Stock Casu- 
alty Insurance company is interested in 
an Auto Underwriting Supervisor equip- 
ped to take over a preferred risk under- 
writing department. Mutual or direct 
billing company experience required. Sal- 
ary Open. 
Contact Mr. E. C. Longson, 

WEHINGER SERVICE (Agency) 


180 Broadway, New York 38, N. Y. 
CO 7-4540 











Weech, Sr. Named 
New Amsterdam Pres'’t 


SUCCESSOR TO J. D. MAHON 


Directors Accept Latter’s Resignation 
Due to Ill Health; No Action Taken 
By Board on Merger Offers 


C. Sewell Weech, Sr. has been elected 
president of New Amsterdam Casua.ty of 
Baltimore by the board of directors, suc- 
ceeding J. D. Mahon whose resignation 
was accepted because of his continued 
ill health. Mr. Mahon, who joined the 
company in 1914, has been its president 
since 1948, 

A graduate of Johns Hopkins Uni- 
versity (A.B.) and University of Mary- 
land (LL.B.), Mr. Weech has spent his 
entire business career with the New 
Amsterdam Casualty. He is the proud 
holder of membership in the Phi Betta 
Kappa fraternity. 

During the early part of Mr. Weech’s 
business career, he was in charge of New 
Amsterdam’s casualty claim department, 
and then the supervision of the agency 
department was added to his duties, Dur- 
ing the last few years his duties have 
been primarily in connection with ad- 
ministrative affairs of the company. 

Mr. Weech has been vice president of 
New Amsterdam since 1929, and is a 
director and member of its executive 
and finance committees. He is likewise 
vice president and trustee, and a mem- 
ber of the executive and finance com- 
mittees of the United States Casualty. 

At its board meeting October 20 no 
action was taken on any merger offers 
from other companies. No announcement 
was made as to whether the Fidelity & 
Deposit of Baltimore has yet submitted 
a definite offer, but the New Amsterdam 
last week did acknowledge terms of its 
offer from the Security of New Haven. 
This was an offer of 1% shares of Se- 
curity for one of New Amsterdam, a 
deal approved by the New York Insur- 
ance Department and one which will be 
considered by the Connecticut Insurance 
Department at a hearing November 21. 

J. Arthur Nelson, board chairman of 
the company, pointed out to stockhold- 
ers in a recent letter that “a very im- 
portant reason for considering a com- 
bination with an outside company at this 
time is to obtain additional capital funds 
to keep step with the great growth of 
our premium volume.” 

This factor, he said, “plus the con- 
tinuous and able management of the 
F. D. and its long history of con- 
tinuous underwriting profits has caused 
us to wish to look carefully into that 
situation before discussing with any other 
alternatives.” 





THACHER MADE CONSERVATOR 


New York Insurance Superintendent 
Thomas Thacher has announced that all 
parties wishing to file claims against 
the assets of Equity General Insurance 
Co. in New York State should do so 
with the Superintendent, as conservator 
of the company. 

Acting on an application by the Su- 
perintendent, the Supreme Court, New 
York County, placed the Florida com- 
pany in conservatorship on October 14. 
The court’s order named the New York 
Insurance Superintendent conservator 0! 
the company’s assets. 
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Leading General Agents Point to 
Upturn in Production for 1960 


Conversation with leading general agents at the recent White Sulphur Springs 
casualty-surety convention on 1960 production trends brought the encouraging re- 
sponse from many of them that premium writings overall are ahead this year. 
However, some of the large contract bond writers reported that volume in this 
line is off, primarily attributable to lack of construction work in their particular 
areas. The following are among the helpful observations made by a dozen or more 
executives of leading agencies around the country: F 


J. Ramsey Barry & Co., Inc., Balti- 
more—We feel that our agency business 
is better than last year for these rea- 
(1) We have concentrated more 
seriously on our production group; (2) 
it has been a favorable three year cycle 
period, and (3) we have concentrated 
on expense reduction. 

i . a => = 

J. Edward Cochran & Co., Hagers- 
Md.— our volume is ahead by 
approximately 10 or 12% and although 
we do not have any large bonds or large 
new premiums, we have had considerable 
increase in bond writings and some new 
casualty risks with premiums in excess 
of $5,000 to $6,000. However, our increase 
over the past six months has been in the 
usual types of coverage which means 
more policies issued and more new cli- 
ents. This is a good omen. The next six 
months should likewise show an_in- 
crease equal to that in the first half of 
1960. , ‘ 

Cook & Colver, Inc., Wichita, Kans.— 
Generally business is off from a year 
ago. This is due to general conditions. 
However, our bond business is ahead, 
mostly due to the fact that we wrote a 
22 million bond early in the year. 


sons: 


town, 


Gammons Recaptured Large Risk 


John A. Gammous, Inc., Providence, 

’ [—For the first six months our 
agency’s business has been the largest in 
volume since prior to 1945. This is some- 
what surprising to us in view of the 
conditions which seem to prevail in the 
insurance industry currently. The larg- 
est contributing cause was a particularly 
large risk which we were successful in 
getting back after losing it a few years 
ago to a direct writer. In analyzing this 
particular case the indications are as 
follows: 

If the risk is desirable, if a company 
agrees that it is desirable, if a good con- 
tact with the assured can be established, 
if the proposal is appealing, if the quota- 
tion is competitive it is very helpful 
in soliciting a particular risk. 

Lytle W. Gosling & Co., San Antonio, 
Tex—Our production is ahead of last 
year. Unfortunately, however, commis- 
sion reductions and additional detail 
brought about by our automobile merit 
rating plan has resulted in a reduction 
in profits. This situation is more serious 
than most agents realize. 

DeJarnette & Paul, Richmond, Va.— 
Our volume for the first eight months 
of 1960 is plus 20% over last year which 
was the best we ever had. Despite the 
fact that commissions have been reduced, 
our gross is up and the net is a bit on 
the plus side. Most of our production is 
in middle size accounts. : 

Thomas W. Earls, Cincinnati, vice 
president of Earls-Blain Co., spoke as 
follows on 1960 trends and outlook: 

“The summer saw some gradual 
changes in our business. We can feel a 
little warming up on the part of the 
companies. They are breathing easier 
with the appearance of more black fig- 
ures, and so are we,” says Mr. Earls. 

Two prominent Minneapolis agents— 
Lyle S. McKown and Dave Wyer, part- 
ners in Wirt Wilson & Co., are attract- 
ing favorable attention with an advertis- 
ing series in the local papers which fea- 
tures “Town’s Toppers.” These ads 
feature well known personalities in the 
city as well as key executives of the 
Wirt Wilson & Co. agency. 


Oklahoma City Trends 


Neely-Thornton-Goodwin Co., Okla- 
homa City—Our business is better than 


last year because of increased service 
staff, particularly in c'aims, engineering 
and audit. We have had a consistent 
growth and, in fact, are currently mov- 
ing to the first floor of our own building, 
known as Mid-America building, where 
we will almost triple our space. 

Ledbetter Insurance Agency, Inc., 
Oklahoma City—Our agency business is 
not as good this year as last year, partly 
due to general depressed condition in the 
oil business and partly due to the loss 
of individual automobile business to the 
cut rate companies. A great many com- 
panies have filed deviated rates on pri- 
vate passenger cars at reduced com- 
mission to agents and as a result we have 
lost a great number of individual car 
policies. In some cases this has also 
meant loss of other desirab‘e business 
for when cut rate company got the auto- 
mobile the assured got to thinking about 
reducing or cut rate for other forms of 
insurance also. 

A hearing was held recently before the 
Oklahoma Insurance Board which looks 
like the merit rating and special policy 
for private passenger cars in Oklahoma 
will be approved for use in Oklahoma 
very shortly. This should help the agents 
who are representing Bureau companies 
to meet competition of cut rate direct 
writers or deviated companies. 

C. W. Olson & Co., Chicago—Our busi- 
ness is considerably above any previous 
year in volume, but our collections are 
the worse they have ever been. Inci- 
dentially, this col!ection problem is a 
common one in the industry. Our usual 
run of large projects seems to be the 
same as it has been. However, the aver- 
age mine run business is larger. 


Baltimore Agency Booming 


Riggs-Warfield-Roloson, Inc.,  Balti- 
more—Production this year in our agency 
is the best we have ever had since we have 
been in business. It has not been due 
to any one particularly large line but 
has been evidenced in all branches. The 
reason is that we have been working! 
When the safe driver insurance plan 
was announced in Maryland we started a 
program of advertising with the result 
that our automobile business increased 
considerably. 

Rutherfoord Insurance Agency, Roanoke, Va. 
—Our agency business has been good but not 
better than last year. One new development, 
helpful to us, is that the state of Virginia now 
has a surplus lines law permitting us to deal with 
non-admitted companies on lines that cannot be 
written in the admitted company market. We 


Hits Inflated Claims 


(Continued from Page 30) 


surance companies and agents alone,” 
Mr. Keyser warned. “To succeed, such 
a program of enforcing public self- 
discipline must be in the public inter- 
est, not just a protection for the insur- 
ance companies’ financial situation or the 
agents’ customer relations and commis- 
sions. 

“The solution of this problem definitely 
is in the public interest,” Mr. Keyser 
added. “High costs of claims paid, made 
higher by false and inflated claims, 
leads to constantly increasing operating 
costs for insurance companies. But this 
is only the first result, the end result is 
that these higher costs are passed on to 
policyholders in higher premiums. This 
can only mean that the public must pay 
more for the same coverage or get less 
coverage for its money.” 





STANDARDIZATION AIMED AT 


Nat'l Assn. of Mutual Insurance Agents’ 
Subcommittee Out to Cut Agent’s 
Service Costs, Overhead 
That eternal thief of the insurance 
agent’s time and profits—the high cost 
of service and overhead—came in for a 
concentrated attack from the National 
Association of Mutual Insurance Agents’ 
sub-committee on More Efficient Busi- 
ness Procedures which met October 25 in 
Washington, D. to review progress 
at the annual association convention. 
With a majority of members present 
last January 19 for a meeting in Wash- 





organized a company called Surplus Lines, Inc. 
and it is off to a good start. 

Alfred C. Sinn, Inc., Clifton, N. J.—Our 
business is better than last year for two reasons: 
(1) We have a better control of our expenses, 
and (2) our production from present customers 
has increased. We have written some large 
bonds and casualty coverages as well. 

Warfield-Dorsey Co., Inc., Baltimore, Md.— 
Our business is about the same as a year ago 
which, in reality, is very good. We are now in 
the process of reorganizing to the point that 
we will no longer be operating on a general 
agency basis with sub-agents, but will become 
100% direct in our operations. The time and 
effort involved im making such a transition has 
killed off much opportunity for growth. Even 
at that we are running slightly ahead in produc- 
tion. 

Wheeler, Kelly and Hagny Investment Co., 
Wichita—Our agency has increased its business 
over 25% compared to 1959. We attribute this 
chiefly to three factors: (1) Our concentration on 
providing added insurance protection for exist- 
ing customers by emphasizing to them the ad- 
vantages of obtaining all insurance requirements 
from one agency; (2) the addition of life insur- 
ance and group specialty departments in our 
agency; and (3) the stepped-up educational 
training program for our solicitors. During this 
year we have added substantially to our billing 
of large casualty and bond coverage for a num- 
ber of nationally prominent customers. 
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ington, D. C., the sub-committee mapped 
out a campaign for pinning down the 
evaluation of various items of equipment 
available to the insurance agent in 
speeding service to his policyholders and 
cutting his costs of operation. 

Members of the committee each took 
responsibility for making studies of sep- 
arate segments of the office procedure 
roster. Each agreed to explore all pos- 
sible equipment and improvements in 
procedure that fall within the field for 
which he was responsible. 

These fields include: Calculating 
equipment, dictation aids, bookkeeping 
machines, duplicators, mailing equipment, 
typewriters, combination equipment and 
finally, in conjunction with all of the 
other elements, efficient office layout. 

At the October 25 meeting the sub- 
committee reviewed reports on the con- 
tinued study of standardization of forms 
and received reports from the special 
fields listed above. 

The final reports about office equip- 
ment will be incorporated in a supple- 
ment to NAMIA’s simplified office pro- 
cedures manual as a guide to agents in 
the purchasing and use of equipment. 
The sub-committee is composed of the 
following five agents and representatives 
of five insurance companies. 





THREE OFFICES CONSOLIDATED 

Operations of Standard Accident’s Buf- 
falo, Rochester and Syracuse offices have 
been consolidated into a Western New 
York branch office, manager of which 
is Clayton W. James. The newly-opened 
branch office is housed in a building con- 
structed for its exclusive use on Muar 
Road in Canadaigua, New York. 

All personnel and operations which 
were formerly located at 220 Delaware 
Avenue, Buffalo; 328 Main Street E, 
Rochester; 731 James Street, Syracuse 
are included in the consolidation. 


NAIL Program Set 


(Continued from Page 30) 





Is All This About Auto Cancellations ?” 
will be moderated by P. N. Snodgrass, 
president, General Casualty, Madison, 
Wisc. Panelists and their subjects in- 
clude: 

Norman Reuter, secretary, Emmco In- 
surance Co., South Bend, Ind. (“Certain 
Fundamentals Which Underwriters Must 
Consider”); Fenton A. S. Gentry, presi- 
dent, Southern Fire & Casualty, Knox- 
ville. Tenn. (“Relevance of Rate Struc- 
ture”), and Dr. Robert Rennie, vice pres- 
ident, Nationwide (“Role of Independent 
Companies in Expanding the Voluntary 
Market”). 

Discussants include Irving J. Maurer, 
president, Farmers Mutual Automobile 
Insurance Co., Madison, Wise.; J. J. 
Mal'on, secretary, Preferred Risk Mu- 
tual, Colorado Springs, Colo., and Mr. 
Wildt. 

The board of governors will hold a 
luncheon meeting at the conclusion of 
activities, 





















‘H. O. Promotion at Nat’! Cuisally 


Directors Move Up Eberhard, Dulapa, Sias, Aldinger, Mat- 
thews, Mullins; Eight Other Departmental Promotions 
Announced by Exec. Vice President Korn 


P. G. Korn, executive vice president 
ot National Casualty, Detroit, has an- 
nounced the election and advancement 
of home office officials, following a re- 
cent meeting of the board of directors. 


The promotions follow: 
C. W. Eberhard, former vice president 


treasurer, vice 


and was named first 





Frank E. Dulapa C. W. Eberhard 
Frank E. Dulapa, who held 
the post of assistant treasurer, was ad- 
vanced to treasurer. 

Elected to vice presidential posts were 
Robert L. Sias, director of casualty sales 
and former assistant vice president, and 
J. D. Aldinger, Jr. of the reinsurance de- 
partment. 

Department 


president 


heads in the A. & H. 
division—L. P. Matthews, director of 
agencies, and L. B. Mullins, superintend- 
ent of group department—were elevated 
to be vice presidents. They were former- 
ly assistant secretaries 

Mr. Dulapa joined 


the company in 
1950 as assistant 


auditor and chief ac- 





Robert L. Sias J. D. Aldinger 


He was advanced to assistant 


countant. 
secretary in 1952 
urer in 1956. 

Mr. Sias started in 1951 as agency 
supervisor, casualty division, and was 
named superintendent of sales in 1954. 
His election to assistant vice president 
came in 1959. He has completed 24 years 
of association with American Agency 
System companies. : 

Mr. Aldinger recently moved to De- 
troit from New York where he was 
afhliated with a large professional re- 
insurance organization. He joins the 
company with 20 years of insurance ex- 
perience. 

Mr. Matthews joined N 


and to assistant treas- 


ational CG asualty 





Agents for Aetna Casualty 
Report on Auto-Rite Plan 


The seven national leaders in a recent 
promotional campaign for Aetna Cas- 
ualty & Surety’s new Auto-Rite safe- 
driver insurance plan were in Hartford 
recently for conferences with company 
officials. x 

The agents, who were invited to Aetna 
Casualty’s home office to give their rec- 
ommendations on the Auto-Rite pro- 
gram from the agent’s point of view, 
were: Lee Wilts of Cedar Rapids, Iowa, 
oo national leader; James Sorg and D. 

x. Snyder of Indianapoli is; Vincent Mc- 
Miao of Detroit; John Bassett of 
Bridgeport, Conn., and Ross Dworsky 
and R. W. Johnson of Minneapolis. 








as assistant agency supervisor in 1937. 
Later he was elected assistant secretary 
and in 1952 was named assistant secre- 
tary and director of agencies. 

A 30-year veteran of the insurance 
business, Mr. Mullins started with the 
company in 1937 after serving as re- 
gional group manager for a west coast 
firm. He has headed the group depart- 
ment as manager, and as assistant secre- 
tary and superintendent. 


Additional Promotions 


Mr. Korn also announced that Eugene 
F. Hull, superintendent of casualty 
underwriting, was named assistant vice 
president and assistant secretary and 
that three other department heads were 
appointed assistant vice presidents. They 
are B. G. Gottemoeller, casualty claims, 
who recently joined National Casualty; 
Wendell E. Lapham, superintendent of 


A. & H. underwriting, and James H. 
Schroeder, superintendent of A. & H. 
claims. 


Promoted to assistant secretaries were 





L. P. Matthews 


L. B. Mullins 


W. Fritz DeFries, director of policy 
research and office manager; Lawrence 
G. King, superintendent of statistical de- 
partment; Robert W. MacDonald, super- 
visor of statement accounting, and Alan 
W. Sturm, director of group sales. 





Kirgis to Assist Sharp in 
K. C. for Cont’l Casualty 


J. Richard Sharp, manager of Conti- 
nental Casualty’s Kansas City branch 
office, has announced the appointment of 
Thomas W. Kirgis as his sales and ad- 
ministrative assistant. 

Mr. Kirgis joined Continental Cas- 
ualty in 1953 as a home office under- 
writing trainee and subsequently served 
as A. & H. underwriter in the Kansas 
City branch office. In 1955, he was trans- 
ferred to the Denver branch office as 
A. & H. underwriter and in 1957 became 
the Denver branch individual lines field 
representative. Mr. Kirgis was brought 
back to the home office as chief under- 
writer for the commercial and guar- 
anteed renewable divisions and served 
in that capacity till September, 1960. 





DEWEY ADVANCED IN ALBANY 

Appointment of Byron N. Dewey as 
Albany branch accident prevention man- 
ager is announced by Fred W. Braun, 
vice president, accident prevention, Em- 
ployers Mutuals of Wausau, Wis. With 
the company since 1942, Mr. Dewey was 
a safety engineer at Buffalo until 1954 
when he transferred to Albany. Since 
then he has been field accident preven- 
tion manager. 





Promote Bur and Derrickson 

The General Accident Group has pro- 
moted Louis W. Bur and Jack F. Der- 
rickson, presently assistant superintend- 
ents, to superintendents of the automo- 
bile underwriting department. Mr. Bur 
continues to supervise the Group’s busi- 
ness in the southern and western sections 
of the country and Mr. Derrickson, the 
eastern portion of the United States. 
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Employers Mutuals Makes 
Keefe Illinois Sales Mgr. 


Appointment of Robert E. Keefe as 
Illinois branch sa’es manager for Em- 
ployers Mutuals of Wausau is announced 
by C. E. Smith, vice president, sales and 
advertising. Mr. Keefe succeeds Rolind 
G. Earle who was recently named Dallas 
branch sales manager. 

Mr. Keefe received his education at 
the Illinois Institute of Technology and 
was a captain in the Army in World 
War II. Joining Employers Mutuals as 
a safety engineer in the Illinois branch 
in 1952, he became salesman in 1955, and 
in 1957 was appointed field sales man- 
ager in the Illinois branch. 


New Office Sites Chosen 


State Farm Mutual Automobile Insur- 
ance Co. has announced sites for its 17th 
and 18th regional offices. 

Edward B. Rust, president of State 
Farm Mutual, said that new offices will 
be constructed at W ayne, N. J., and 
West Lafayette, Ind. They wi'l be one- 
story modern-colonial structures of red 
brick, covering 60,000 square feet. In- 
cluded in plans is an adjoining parking 
lot at each office for 380 cars. The 
structures are expected to be completed 
by mid-summer 1961. Each will cost 
about $800,000 and will employ about 250 
persons at the outset. 


A. C. JONES PROMOTED IN FLA. 

Allan C. Jones, Jr. has been appointed 
the first state agent of American Fire 
& Casualty, home office, Orlando, Fla. 
Over one-half of the company’s premium 
volume is written in Florida, and Mr. 
Jones, in his new position, will super- 
vise the three special agents in that state. 
Mr. Jones has been special agent for the 
company in Florida since 1955. 

Ira T. Youngblood, Jr., who has been 
with the company in the home office 
since 1956, is now American’s new special 
agent for the Florida lower east coast 
taking over Mr. Jones territory. 


Law Pamphlets Published 


New editions of the Michigan and 
Rhode Island workmen’s compensation 
law pamphlets have been published by 
Association of Casualty & Surety Cos. 

The association said the revised pam- 
phlets incorporate important changes in 
the Michigan and Rhode Island laws. 
Each contains a digest and complete 
text of the workmen’s compensation law 
and pertinent supplementary laws, in- 

cluding all amendments enacted by the 
1960 legislative sessions. Annotations of 
cases decided since publication of the 
latest editions also are included. 


C. JOSEPH BOWDRING ADVANCED 

Fireman’s Fund has appointed ee 
Joseph Bowdring as manager of its dis- 
ability division in the western depart- 
ment at Chicago. A native of Boston, 
Mr. Bowdring graduated from Brown 
University and served in the Navy Air 
Corp, from 1944 to 1946 before starting 
his insurance career. 


Oregon ARP To Be Amended 


A proposed new section to establish a 
procedure for mail vote amendment of 
the Oregon Automobile Assigned Risk 
Plan has been submitted to the mem- 
bers. The amendment, recommended by 
the governing committee and Insurance 
Commissioner Dean V. Musser, is sim- 
ilar to one adopted by the National 
Industry Committee on Automobile As- 
signed Risk plans. 

















Browder Elected Chairman 
Of Kemper Junior Board 


O. Frank Browder Jr. has been elected 
chairman of the Kemper Insurance or- 
ganization’s junior board, a group of ll 
young executives. Mr. Browder is a 
workmen’s compensation underwriter for 
the Kemper companies. 

Roy J. Hammond, an attorney in the 
claim training department, has been 
elected secretary of the board. John S. 
Loquidis Jr., a procedures co-ordinator, 
has been elected assistant secretary. 

The junior board, which provides 
management training for members, meets 
twice a month to review company mat- 
ters and make recommendations to the 
management. 





Connolly to Manager F.&D.’s 


San Francisco Claim Office 


Fidelity & Deposit Co. has appointed 
John L. Connolly, Jr., as manager of its 
San Francisco ciaim office. He succeeds 
Richard A. Williams who has resigned. 

Mr. Connolly has assisted in handling 
the company’s claim and salvage matters 
in San Francisco since he joined the 
F.&D. in November, 1955. He received 
his pre-law education at Rockhurst Col- 
lege (Kansas City, Mo.) and Amherst 
we and in 1954 was awarded his 
law degree by University of San Fran- 
cisco. 

Mr. Connolly will be assisted in his 
new duties by Robert E. Leslie, a June 
graduate of University of (California’s 
law school. 





ALLSTATE COS. APPOINT SIX 

The Allstate companies have an- 
nounced six executive appointments in- 
cluding, Nevin J. Rice as manager of the 
Jackson, Miss., regional office. Mr. Rice 
previously served as manager of All- 
state’s Charlotte, N. C., regional office 

Other appointments include: Thomas 
H. Cole, services manager, east central 
zone, Murray Hill, N. J.; John E. Pletz, 
sales manager and Robert W. Heard, 
sales development manager, both in the 
Dallas Regional office. Others are C. 
Gerard DeYoung, district sales manager, 
Murray Hill, N. J., regional office ; and 
Herbert V. Daniel, assistant claim man- 
ager, Atlanta regional office. 





Name Burgraff Sales Mgr. 


Appointment of Richard I. Burgraff 
as San Francisco branch sales manager 
for Employers Mutuals of Wausau, Wis. 
has been announced by C. E. Smith, 
vice president, sales and advertising. Mr. 
Burgraff, who joined the company in 
1949, has been a field sales manager for 
the last four years, most of that time 
at Sacramento. 

The company’s northern California 
sales territory which since 1957 has been 
managed from the Los Angeles office, 
is being made a part of the San Fran- 
cisco branch. Mr. Burgraff will con- 
tinue to headquarter in Sacramento. 





W. SCOTT ALLAN HONORED 

The President’s Award, an annual 
honor bestowed on the individual making 
the year’s major contribution to reha- 
bilitation, was recently presented to W. 
Scott Allan, medical services head of 
Liberty Mutual, Boston. The award was 
made at the annual conference in Okla- 
homa City of the National Rehabilitation 
Association by President Charles Feike. 
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Insurers Urge Premium Charges for 


Credit Auto A. & H. Coverage in D.C. 


Revision of proposed regulations gov- 
erning the sale and financing of motor 
vehicles in the District of Columbia to 
permit inclusion of premium charges 
for credit A. & H. coverage in the in- 
stallment contract, was urged by insur- 
ance industry witnesses in hearings held 
by the District Board of Commissioners. 

The Health Insurance Association, 
Consumer Credit Insurance Association, 
The Prudential and Continental Casualty, 
backed by automobile finance company 
witnesses, told the Commissioners that 
the proposed restriction, if enacted, 
would have the practical effect of pro- 
hibiting the writing of credit A. & H. in 
connection with financed automobile 
sales, 

Directing its attention to another 
phase of the proposed rules, the Asso- 
ciation of Casualty & Surety Cos. rec- 
ommended broadening a proposed bond- 
ing requirement for all dealers and fi- 
nance companies to permit the posting of 
other forms of financial security in addi- 
tion to corporate sureties. 


Proposed Regulations 


The regulations were drafted by the 
District Corporation Counsel to imple- 
ment the recently enacted statute de- 
signed to curb abuses in the automobile 
financing field, principally in the used 
car market. 


The law empowers the District Com- 
missioners to require the posting of 
bonds up to $25,000 by dealers and fi- 
nance companies, and to fix the types 
and maximum amounts of insurance 
which may be required of the car buyer. 

Under the proposed regulations, every 
licensed dealer and finance company 
would be required to post a bond of 
$5,000 in the form of a corporate surety 
approved by the Treasury Department 
and by the District Insurance Depart- 
ment. 


Only collision, towing and labor costs 
and comprehensive or fire and theft 
coverage could be required of the car 
buyer and their costs included in the in- 
stallment contract. 

Premium charges for bodily injury 
and property damage, medical payments 
and credit life insurance could be in- 
cluded in the finance contract with the 
agreement of the purchaser. 

But costs for any other type of cov- 
erage would be barred from inclusion in 
the contract, and this provision would 
have a principal impact on the sale of 
credit A, & H. the insurance industry 
witnesses told the Commissioners. Such 
coverage, they said, is as valuable as 
credit life and should not be discrim- 
inated against in the proposed manner. 


Korman Defends Proposed Rule 


Assistant Corporation Counsel Milton 
Korman, defending the proposed rule, 
pointed out that the regulations do not 
prohibit the sale of credit A. & H., but 
simply bar inclusion of the premium 
charge in the contract price. He took 
the position that the Superintendent of 
Insurance lacks the power to regulate 
credit insurance premium rates, which 
makes, it possible for the unconscionable 
places, in the hands of the surety com- 
panies the sole responsibility as to who 
dealer to overload the finance contract 
with unduly high charges. 

The insurance industry witnesses, how- 
ever, contended that full disclosure re- 
quirements would prevent this type of 
sku'duggery. Inasmuch as the majority 
of financed cars are purchased with an 
all-inclusive financing package, the pro- 
posed ‘restriction against credit A. & H. 
would, have the practical effect of un- 
justly preventing its sale in connection 
with car purchases, they declared. 

Speaking for the ACSC, Washington 
representative Howard M. Starling said 
the proposed bonding regulation amounts 
to compulsory insurance, and in effect 


shall be licensed and who shall not be 
licensed, since it is possible that even 
certain reputable dealers might be un- 
able to obtain a bond. 

He recommended, therefore, that other 
approved forms of security be made 
eligible for the fulfillment of this re- 
quirement. 


J. F. Wilson to New England 


Appointment of J. Franklin Wilson, 
Detroit field sales manager for Employ- 
ers Mutuals of Wausau, to be New Eng- 
land branch sales manager is announced 
by C. E. Smith, vice president, sales and 
advertising. Mr. Wilson succeeds Law- 
ton B. Kingsbury who was recently 
named New England branch manager. 

Mr. Wilson joined Employers Mutuals 
in 1950 as a salesman in the Atlanta 
branch and represented the company in 
Columbia, Montgomery, and Birmingham 
until 1957, when he was promoted to field 
sales manager in the Detroit branch. 
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HISTORY BEFORE IT. 
HAPPENS-THAT’S THE 
BIG, EXCITING THEME 
OF “THE TWENTIETH 
CENTURY"@@@@@ 























Anywhere-in-the-world, from your own 
back yard to Bombay... from beneath the 
sea to beyond the sky—that’s where “The 
Twentieth Century” takes you éach Sunday 
—as The Prudential brings you such fasci- 
nating, entertaining new programs as: 

SUB - KILLERS You're aboard the U.S. 
Submarine that sets out to “‘destroy’’ an 
American carrier in an. exciting account of 
the new underwater warfare. First-hand 
report on how the U.S. plans to combat 
nuclear submarines, 

THE VIOLENT WORLD OF SAM HUFF— 
Sam Huff, the big man of the N.Y. Giants, 
i wired for sound to give you the big story of 
" Pro-Football today. The age of specialization 
' in football, as seen through the eyes of 
| Sam Huff. 

TROUBLED PARADISE — Sweden has the 
| highest standard of living in Europe. 
Poverty, hardship and unemployment are 
; unheard of but the suicide rate is the highest 
| in the world. See the provocative story of 

Sweden - country of contrasts. 

CITY UNDER THE ICE—nerve center for 

our missile warning activities. Go with U.S. 

Army Engineers to Camp Century —the city 

under the ice in Greenland—the city that 

may teach men how to live on the moon. 

Don’t miss these and other significant, dra- 

matic stories of the Twentieth Century — 

TRAFFIC JAM UPSTAIRS, THE WHITE HOUSE 

STORY, FRANCE’S ANGRY YOUNG MEN, THE 

COLLEGE PANIC. See Prudential’s Emmy 

Award winning series Sunday evenings on 

CBS- TV. 


THE PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 

















ACCO Concludes Claim 
Department Training School 


The second claim department training 
school conducted this year by American 
Casualty in its home office penthouse 
classrooms in Reading, Pa. is now con- 
cluded. 

The school, under the direction of 
Clayton E. Brasefield, of the home office 
claim department, began on September 
26 and continued through October 21. 
There are 21 trainees from 14 ACCO 
branch offices attending the school. 

The school opened with a review of the 
history of insurance for the trainees, 
and an outline of ACCO’s history by 
William S. ‘Deak, vice president in charge 
of A‘CCO’s claim committee. It also 
touched on every aspect of the com- 
pany’s claim operation. A_ frequent 
speaker at the school was Walter J. 
Dodd, assistant vice president and ad- 
ministrative officer of ACCO’s home 
office claim department. 

At the end of the course, those trainees 
successfully completing it were awarded 
diplomas and assigned to branch offices 
for further claims training. 













































Employers Mutuals Makes 
Several Changes in Field 


Appointment of several field sales 
managers has been announced by C. E. 
Smith, vice president, sales and adver- 
tising, for Employers Mutuals of Wau- 
sau. Marvin C. Anderson, salesman ‘in 
Rock Island-Moline, Ill., will be a field 
sales manager in the Illinois branch. He 
joined Employers Mutuals in 1949 and 
transferred from the claim department 
to sales in 1953, 

Lewis B. Hoagland was named field 
sales manager in the Buffalo-Rochester 
territory, replacing Edward J. Matthews, 
who transferred to be field sales man- 
ager in East Orange, Mr. Hoagland has 
been a salesman at East Orange since 
1955. Mr. Matthews came to Employers 
in 1948 and has been a field sales man- 
ager at New York and Buffalo since 
1955. 

In Los Angeles, Clifton E. Swanson, 
who has been a salesman since 1955, was 
named field sales manager to replace G. 
M. Powell, transferred to Philadelphia as 
branch sales manager. Mr. Swanson 


joined the company in 1947 as an auditor 
at New York. In 1953 he transferred to 
Los Angeles and worked as an auditor 
there for about a year before going into 
sales. 
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HIAA Delegates Proud 
Of Accomplishments 


IN AGED MED. CARE FINANCING 


But Realize “Better Job Must be Done”; 
Burns, Clark and Walker Discuss 
Substandard Underwriting 


24—The 1960 Individual 
Health Insurance 


Chicago, Oct. 
Insurance Forum of 
Association of America opened here to- 
day in The Drake before a record audi- 
ence of over 400 health insurance execu- 
tives from across the nation. Francis 
W. Evans, The Prudential, chairman of 
the forum subcommittee, brought the 
first session this morning to order and 
introduced Millard Bartels, The Travel- 
ers, HIAA president, as the keynote 
speaker. (Mr. Bartels’ message is re- 
viewed on Page 36.) 

The morning’s program, 
frank discussion of the senior citizen 
problem, provided much _ food for 
thought. Moderated by HIAA General 
Manager Robert R. Neal, it brought to 
the fore the views of four top ranking 
company executives as members of a 
panel on “What the Senior Citizen Has 


geared to 


Meant to Us.” Thev were Louis C. 
Morrell, Continental Casualty; W. Shet- 
field Owen, Life of Georgia; D. D. UI- 
fers, Mutual of Omaha, and Wi'liam 
deV. Washburn, American Health of 
Baltimore. In addition, Ardell T. Ever- 
ett, The Prudential, spoke on “Sixteen 


Million—And Going Up!” 
This senior citizen discussion is high- 
lighted on Page 35 of this issue. 


Not a Dead-End Street 


The message which HIAA members 
took away with them at the close of this 
morning’s session could be summed up 
as follows: “The insurance business has 
made great strides in the financing of 
health care for the elderly but it has 
to do even better 

As to the possibility of this necessary 


additional production Mr. Owen ex- 
pressed the following encouraging 
thought: “There has been a tendency 


to regard the sale of hospital insurance 


to the so-called senior citizen as a ‘dead- 
end street. To the surprise of many 
including myself it is turning out to be 


one of the most important contacts any 
agent and company can possibly have. 
When a sale to a senior citizen is made 
the agent becomes well-acquainted with 
younger members of the family, many of 
whom have a sense of responsibil ity and 
whose own personal needs for all kinds 
of insurance is often very great. When 
hospital coverage is issued to their elder- 
ly folks their appreciation is tremendous 


So, who do you think they will have 
to handle their personal insurance 
needs ?” 

For about two hours this afternoon 


two phases of the senior citizen prob- 
lem were evaluated in well attended 
workshop sessions under the general di- 
rection of William H. Greenwood, Jr., 
Provident Mutual Life. Interest cen- 
tered on “Underwriting Standards and 
Techniques” and “Policy Coverages, 
Marketing and Claims.” 


Other workshop discussions at this 
gathering, scheduled for Tuesday, will 
embrace “Substandard Case Clinic,” 


“Disability Income” and “Major Medi- 
cal and Comprehensive Medical.” 


Burns, Walker and Clark on Substandard 


Chicago, Oct. 25—Charles N. Walker, 
second vice president and manager 
A. & S. insurance, Linco'n National 


Life; Peter J. Burns, assistant vice pres- 
ident, New York Life, and Rodney U. 
Clark, second vice president and super- 
intendent of A. & S. underwriting, Paul 
Revere Life, participated in a symposium 


here this morning on “Substandard— 
Why, How and Results.” 


Mr. Walker discussed “Actuarial Con- 
siderations in a Substandard Program.” 
Mr. Burns explored “The Application 
of Substandard Underwriting at the Case 
Level and Some Observations on Ex- 
perience.” Mr. Clark’s topic was “Future 
Trends and Possibilities in the Fie d of 
Substandard Underwriting.” Some of the 
points Mr. Burns made in his address 
—_ 

1) With a small rating on substandard 
cases, “we find that in most instances 
low York Life’s offer of a special class 
policy is acceptable.” The end result is 
that “we have a satisfied policy owner 
and producer and, of course, a less har- 
ried underwriter.” 

2) “From the time our substandard 
program was introduced it was decided 


that we would not permit anyone to 
choose between a waiver or an extra 
premium. It was our conclusion that the 
success of the overall program might 
be adversely affected because of anti- 
selection if we allowed the insured to 
make this choice. There were a few re- 


quests for exceptions in the early months 
but our agents readily accepted our ex- 
planations. We still use waivers for 
those conditions which do not lend them- 
selves to an extra premium approach. 
Also included in this category are condi- 
tions which can be corrected by elec- 
tive surgery.” 

Speaking further of experience at New 
York Life, Mr. Burns said: 

“We have now passed through the in- 
itial stages of the experiment. Substand- 


New HIAA Directory Shows 
Company Members Total 267 


The 1960-61 edition of the directory of 
the Health Insurance Association of 
America has just been published, and is 
being distributed to member companies. 

For use by the HIAA membership, the 
114-page booklet includes a list of 
ciation members, listed ‘sidahoteaie 
and geographicz ally, the names and affi- 
liations of the board of directors, the 
names of staff members of the HIAA and 
the Health Insurance Institute, the 
standing association committees with 
committee members, the HIAA constitu- 
tion, the code of ethical standards, and 
other information describing association 
work and activites. 

The directory shows that company 
members now total 267, and that mem- 
bers’ home offices are located through- 
out the United States, Canada, Mexico, 
and the Philippine Islands. 


asso- 





ard A. & S. seems to us to be the best 
a a 5 to the underwriting of selected 
physical impairments and histories. As 
insurance buyers become more aware of 
what is being offered, greater demands 
will be made upon you to furnish 
waiver- free protection. 

“Furthermore, without such a program 
you will be losing your competitive posi- 


tion within the industry. If you have 
been planning to enter the extra pre- 
mium substandard field, now is the time 


to do it. 

“Ours is a ‘growth’ industry only if 
We continue to provide the type of pro- 
tection which the public wants and 
which the public can afford. In the 
present political climate in which we 
find ourselves, we cannot stand still. We 
have a very important stake in the future 
of our business and with it the respon- 
sibility of making available the fullest 
measure of protection to the largest 
segment of the public. It is our firm 


pecialize In 


NON CANCELLABLE 


Disability WCOME SI -oteclion 


GUARANTEED RENEWABLE TO AGE 65 
‘ 


PROVIDES 
* Complete clientele security 
* Maximum vested renewals 
MASSACHUSETTS CASUALTY 


INSURANCE COMPANY 
BOSTON 9, MASS. 


YOUR AGENCY IN CONNECTICUT JS: 


PAUL E. KLEBE, SR. 


a Regional Director 
2348 Whitney Avenue Hamden, Connecticut 
Phone CHestnut 8-2175 


conviction that substandard accident an: 
sickness insurance is one of the mean; 
of fulfilling this responsibility.” 

In a talk on the future of substandard 
trends, Mr. Clark of Paul Revere Life 
was explicit on what was being done and 
what needed to be done. He told the 
HIAA that substandard underwriting is 
inevitable and is here - stay, then stated 
six following beliefs of his on the sub- 


ject: 

1. A superior underwriting staff will be neces- 
sary. 

2. Substandard underwriting will teach us 


many new and surprising truths about A, & S 
underwriting. 

3. These truths will not be 
years have passed. 


clear until several 


4. There will be a trend toward more pooling 
of experience and standardizing of coverage. 

5. There will be particular danger in the com- 
bination of substandard and non-cancellable. 

6. Substandard A, & S. will be popular, 
it should not be expected to answer all the un- 


but 


derwriter’s problems. 


Mr. Clark then 


keen observations: 


The Man Who ‘Writes The Guides’ 


made the fo‘lowing 


“The success or failure of any com- 
pany’s substandard program will depend 
largely on the quality of its underwriting 
staff—to a much greater extent than is 
true of conventional underwriting. In- 
experienced or mediocre people cannot 


handle the job. So long as the main 
protective devices are the rider and the 


rejection, an underwriting decision can 
be an approximate one. The rejection 
removes all chances of unfavorable claim 


results; a rider does the same thing for 
the whole area waived. Substituting an 
extra premium requires a much finer 


degree of understanding, a more detailed 
analysis of the exact hazard in any case, 
if the rating is to be more than a wild 
shot in the dark. 

“To those who might say that this is 
no more or less than life underwriters 
are doing every day, I point out that the 
life man has numerous reference guides 
that lead him into the accepted area, 
once the investigation is complete. His 
decision is ordinarily limited to a few 
percentage points _ way or the other 
from the norm, The A. & S. underwriter 
will have no reliable guides to lead him 


anywhere. For the next several years 
he will be the man who guesses right 
or guesses wrong, the man who writes 


the guides instead of following them, For 
that reason it is a safe prediction that 
at least a few companies will suffer from 
mnamequnte underwriting personnel. 
“However experience __ is gained, 
whether pooled or not, it will come slow- 
ly. A large part of the extra premiums 


will be for conditions with a delayed 
effect—blood pressures, for instance, One 
or two years will yield very little of 


value, or possibly even five years. We'll 
go through a period of many experts, 


when anyone with six months of ex 
posure will speak as an_ authority. 
There’s a danger that too much of this 


will lead to foolish optimism and reckless 
underwriting—with a possibility that re- 
sulting long-range losses wll give sub- 
standard A. & S. a bad name. In any 
event, when substandard gets wel! under- 
way there will be more than a little 
sharp competition on extra premiums. 
Not until there’s been some burning of 
fingers will common sense prevail. Un- 
til then, some of the conservative un- 
derwriters may look downright stodey 
“Substandard A. & S. has great pos- 
sibilities but it’s not a panacea. In gen- 
eral, extra premium seem to be prefer- 
red to riders—but to what extent wl! 
that cure all problems? Up to 20% extra, 
ratings usually are preferred to waivers. 
From 25% up, it may turn out that riders 


are not so bad after all. We do sce 
cases where agents return rated cases 
and say that they want riders instead. 


And ratings may not be possible at all 
on some impairments, those which may 
be subject to elective surgery, for in- 
stance. At least one company has an- 
nounced extra premiums for hernias, Can 
it be done? I seriously doubt it but re- 
fuse to be surprised at anything.” 
Mr. Walker of Lincoln National Life, 
(Continued on Page 35) 
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Good Intentions Not All That Pave 
Road to Welfare State, Everett Warns 


Ardell T. Everett second vice presi- 
dent, The Prudential, this week struck 
out at “welfare planners who would 
have us believe that the solution of all 
our local problems is through the guid- 
ance and participation of a highly bene- 
volent, and paternalistic central govern- 
ment.’ 

Speaking at the Health Insurance 
Association of America’s individual in- 
surance forum at the Drake Hotel, Chi- 
cago, Mr, Everett emphasized that “it 
is essential that each citizen must plan 
for his own economic well-being.” 

Under the title “16 ‘Million—and Going 
Up!” the speaker reviewed the present 
health care situation, backed the asso- 
ciation’s stand on medical care to the 
aged, and outlined responsibilities health 
insurance men as good citizens should 
follow. 

Mr. Everett said it was unfortunate 
that the public has gained the impression 
“that social security is insurance; that it 
is an annuity that individuals have an 
insured status.” He went on to state that 
social security “is nothing more than a 
gross income tax providing a welfare in- 
strument under which those with jobs 
in their productive years, their employers 
and persons engaged in self-employment, 
are taxed, chiefly to provide the funds 
for current beneficiaries. 


What the Public Doesn’t Realize 


“The only ‘right’ acquired by payment 
of your social security tax,” Mr. Everett 
told his audience, “is the ‘right’ to expect 
future taxpayers to provide the taxes 
necessary to pay for. your benefits at 
retirement.” 

Mr. Everett brought out that the pub- 
lic “little realizes” that the total lia- 
bilities under the social security system 
amount to $350 billion with a trust fund 
of only $20 billion. He added that dur- 
ing the current fiscal year social security 
benefits paid out amounted to over $11 
billion and receipts were over $10 billion. 

“Such a system hardly could be called 
insurance,” Mr. Everett declared. “Of 
concern is the fact that present workers 
and their employers will pay only 42% 
of the value of future benefits. New 
entrants into the system, however, will 
pay $1.69 for each $1 of future benefits.” 

Mr. Everett stressed that he mentioned 
these figures, not because he was in 
opposition to social security, “but only 
to indicate the necessity for further 
public education.” 

Turning to the association’s stand on 
medical care to the aged, the speaker 
said he believed it “correctly and prop- 
erly interprets the extent to which gov- 
ernments should be involved in the 
health care field and infers the proper 
method of financing.” 

(Ed. Note: The HIAA is of the 
opinion that “the segment of our older 
population is unable to finance the costs 
of health care for themselves because 
of their limited means, should have as- 
surance that health care is available to 
them when they need it. To that end, the 
health insurance business supports as- 
sistance programs to supplement the 
efforts of voluntary agencies, ie.; a 
Federal matching funds program which 
would encourage development of nurs- 
ing home facilities, of suitable standards, 
for older persons who need medical at- 
tention of less scope than full hospital 
care.”) 


No Magic in Washington 


Mr. Everett opined that any approach 
which suggests or includes any type of 
compulsory program, regardless of limi- 
tations on age or extent of coverage, 
“inevitably will lead our country further 
down the road to the total welfare 
State.” 

He pointed to the feeling in Wash- 








ARDELL T. EVERETT 


“How the health care problem of the 
aged is resolved will determine the ulti- 
mate solution of all health problems for 
all ages. Do we need a large, central, na- 
tional, bureaucratic authority? Or, are 
we better off with continued individual 
freedom, initiative, and responsibility?” 





ington along these lines and cited the 
increase in Federal welfare expenditures 
during a relatively conservative adminis- 
tration—from $7 billion in 1953 to $20 
billion in the current ‘fiscal year. He 
continued : 

“If we add to Federal welfare expendi- 
tures the cost of welfare programs at 
the state and local levels of government, 
we ‘find the total cost is more than $44 
billion. Compare that figure with the 
current budget for defense and mutual 
security which totals about $45 billion 
and which we consider a necessary ex- 
penditure to protect our nation and ulti- 
mately our very freedom! 

“In our country, economic security in 
old age as a ‘right’ has become the 
catchword of the proponents of a pater- 
nalistic central government approach to 
the solution of the problems of the aging 
and aged. Certainly as citizens, and as 
younger citizens, we are interested in 
the problems of any segment of our so- 
ciety that is in need. 

“Expenditures for unfortunate persons 
always must be assessed and controlled 
locally. This is the only effective man- 
ner of handling the cases of the less for- 
tunate; traditionally we have followed 
this practice in Newark, Chicago, Los 
Angeles, and in all communities through- 
out the land. There is no magic in 
Washington. To impose a central au- 
thority on personal problems would be 
grossly inefficient, unbearably costly and 
opposed to our fundamental beliefs as 
a nation.” 


What Insurance Man Can Do 


In closing, Mr, Everett called on his 
audience to do the following: 

“Become active in the political party 
of your choice. If you haven’t done so 
as yet, enroll in the political participa- 
tion program of your local Chamber of 
Commerce, or your home office, if avail- 
able. 

“Learn more about the elected officials 
of your local, country, state and Federal 
governments. Find out their beliefs and 
philosophies to make sure they coincide 
with your own. Do not hesitate to let 
your representatives know your views on 


Morrell, Ulfers, Washburn, Owens on. 
Success In Aged Health Care Field 


Chicago, Oct. 24—A group of insur- 
ance executives, whose companies have 
provided health insurance coverage for 
the aged since the 1940's, reported today 
on the success experienced by their com- 
panies in this field. 

The favorable views of financing 
health coverage for the aged were given 
at a symposium on the senior citizen at 
the 1960 Individual Insurance Forum, 
sponsored by the Health Insurance As- 
sociation of America at the Drake Hotel, 
Chicago. 

Robert R. Neal, HIAA general man- 
ager, moderated ‘the symposium which 
had as its members Louis C. Morrell, 
executive vice president, Continental 
Casualty; W. Sheffield Owen, vice presi- 
dent for business development, Life of 
Georgia; D. D. Ulfers, executive vice 
president, Mutual of Omaha, and William 
deV. Washburn, president, American 
Health Insurance ‘Corp. 

The general attitude of the symposium 
members toward senior citizen coverage 


was summed up in Mr. Washburn’s 
closing remarks when he said to his 
audience of insurance executives, “Come 


on in, the, water’s fine!” He said when 
his company had unsatisfactory experi- 
ence in general ad territory, it al- 
ways examined claim ratios according to 
policyowner age. Mr. Washburn then 
stated 


Aged Giving Good Experience 


“What I am going to say next may 
seem incredible and sometimes it still 
does to us. In not one such analysis. did 
we find or have we ever since found that 
the over-age risks were responsible for 
the poor territorial experience. 

“They were invariably giving us better 
experience. than the balance of the ex- 
posure. In most cases the experience 
would have been considered good, stand- 
ing on its own feet. This, mind you, 
was from business which was not rated 
up because of age.” 

Mr. Washburn said his company also 
noticed that “these older folks seemed 
to give us very complete and honest ap- 
plications (and) didn’t seem to overstay 
in the hospital very often.” He added 
that he wanted to make it c’ear “that 
this senior risk insurance isn’t new to 
some of us and it has generally been at 
least as profitable as other hospital in- 
surance for those who have been writing 
it 


A Unique Satisfaction 


Mr. Morrell, commenting on what 
senior citizen ‘business has meant to his 
company, said: “There is a unique satis- 
faction when a public corporation can 
perform the dual task of substantially 
contributing to the so'ution of a massive 
community problem and at the same time 
look its stockholders in the face from a 
profit and loss standpoint.” 

Enough has already been accomplished, 
he remarked, “to prove that the insur- 
ance companies of America can success- 
fully tackle this great and corroding 
problem of how our own mothers and 
fathers will be cared for in their golden 
years—and who will pay the bills.” 





issues that are of concern to you. 

“Encourage your company, your busi- 
ness community, and your professional 
friends to support your state’s imple- 
mentation of the medical care section 
of Public Law 86-778. It is in the public 
interest and may be helpful in stopping 
further government intervention into 
voluntary health insurance. 

“There is no answer to individual re- 
sponsibility and initiative except through 
r by the voluntary way,” he concluded. 
“Any other approach weakens the indi- 
vidual economically and socially—making 
him subservient to the state.” 


Mr. Morrell said the business should 
not fool itself, and warned: “If we as 
an industry show that we cannot absor:) 
the volume demanded of us—then the 
alternative of the welfare state is that 
much nearer.” 

He brought out that a problem still 
exists which has developed serious im- 
plications “because of the large number 
of senior citizens who do not have hos- 
pital coverage. Our programs are one 
way of filling this gap. Perhaps the 
same reason for the vacuum is that this 
field of hospital insurance is re'atively 
new. 

“Perhaps as an industry, insurance 
companies were not astute enough to 
recognize or aggressive enough in solv- 
ing the problem long enough in advance 
of its becoming a political issue. What- 
ever the reason, the problem is here; 
but through programs such as 65 Plus 
and 5,000 Reserve and our various asso- 
ciation policies, Continental has p!ayed 
and is playing a major role in remedying 
this situation. Or so we like to believe. 

“Of course,” Mr. Morrell said further, 
“even at their best and their w.-dest, 
programs such as I have mentioned are 
not the logical way to tackle this prob- 
lem of insuring our senior citizens. In 
my opinion the insurance utopia in a 
planned welfare economy—but not a wel- 
fare state! — would be the eminently 
logical one of benefits which are avail- 
able for life with all premiums paid by 
a normal retirement date. These con- 
tracts must be flexible to withstand 
fluctuation of living standards—inflation- 
ary or deflationary. Here, then, is a con- 
tinuing challenge for all of us.’ 


The Secret to Mutual of Omaha’s 
Recent Success 


Mr. Ulfers said the senior citizen pol- 
icies created in the 1940’s by Mutua of 
Omaha “have been successful for us.” 
He stressed the value of electronic data 
processing machines in his company’s 
senior security program. He believes it 
is too early to evaluate the over-all ex- 
perience of the program “but we are 
optimistic after our appraisal of the 
available facts.” 


During the current program his com- 
pany has issued over 300,000 po.icies to 
people over age 65. “The enrollment type, 
no-right-of-selection approach, promoted 
through our regular agency system on a 
nationwide basis, was the secret to the 
success we had,” said Mr. Ulfers. 





Substandard Discussion 


(Continued from Page 34) 


said the actuarial problems presented by 
substandard coverage are “several in 
number—sometimes rather simple and 
straightforward and, regrettably, some- 
times complex.” 

He stated that before a company gets 
into the field, some careful underwriting 
planning and actuarial planning must be 
done. Extra morbidity costs on impaired 
persons will be different for accident 
benefits than for sickness benefits, he 
added. 

The speaker pointed out that a risk 
with one leg amputated presents an ad- 
ditional accident hazard but “there is no 
reason to think it will present any sig- 
nificant extra hazard for sickness cover- 
ages.” He said that similarly some sick- 
ness hazards will not present an extra 
accident hazard while some impairments 
such as epilepsy, present both hazards. 

Mr. Walker concluded that although 
the problems in w riting substandard are 
not always simple it “is a logical and 
necessary step to take if we are truly 
sincere in our efforts to provide adequate 
protection for the American people.” 
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Must Motivate Health 
Improvements: Bartels 


‘COST NOT THE ONLY FACTOR’ 





HIAA Individual Forum Hears Assn. 
President Stress Responsibility to 
Aged, Hospitai Relationships 


Chicago, Oct, 24—Health Insurance 
Association of America members were 
told here today by keynote speaker and 
president, Millard Bartels that insurance 
“must wear a mantle of humanity. 

Mr. Bartels, who is also chairman of 
the insurance executive committee of 
The Travelers, in stressing the public 
image of health insurance, said: “Our 
companies must be regarded not only 
as mechanisms to spread the cost of 
medical care but also as motivators of 
improvement in health.” 

Referring to the lull which has oc- 
curred since Congress last August passed 
a bill providing additional benefits for 
older persons based on need as deter- 
mined by states, the speaker warned 
that “this lull will be of short duration 
unless the medically needy among our 
older population are helped by these new 
laws.” ; 

The speaker stated the case for private 
health insurance and observed that “our 
business as a way of distributing the 


cost of health care finds itself in an 
unusual position in the world today. 
In a relativeiy short time some 130 


million Americans—73% of the civilian 
population—have some kind of medical 
expense insurance. During 1959 a grand 
total of $5,175,000,000 in health insurance 
benefits was distributed—up 10.9% over 


1958.” 
Praises HIAA 


Mr. Bartels paid tribute to the HIAA 
for “effectively influencing the raising 
of standards in the business and over- 
coming obstacles of communication 
among member companies.” He believes 
information about health insurance 1s 
gradually “percolating through to public 
consciousness” and that studies by HI- 
AA committees “have spurred rapid ex- 
pansion of coverages.” 

Calling the results of HIAA company 
underwriting skill “amazing,” Mr. Bar- 
tels said further that “the development 
of major medical, the forward steps in 
continuation of coverage and the adop- 
tion of a variety of competitive market- 
ing practices and procedures have trans- 
formed the business from a small money- 
making operation to a large public serv- 
ice.” 

The speaker cautioned however, that 
considerations given the social security 
amendments of 1960 and the specific 
new subject matter incorporated in this 
. law with respect to the cost of health 
care, “may well show additional holes in 
our armor.” He added that to a large 
extent these mirror needs for coverage 
which prebably reflect the minimums of 
public demand. 

Mr. Bartels urged the promotion of 
needed health and medical care facili- 
ties which would include hospitals, skilled 
nursing homes, home care programs, 
aurses, homemakers. chronic illness fa- 
cilities, geriatric facilities, diagnostic and 
rehabilitation opportunities, mental ill- 
ness facilities, clinics and other possible 
categories 

“To what extent have our health in- 
surance companies contributed financially 
to our hospitals?” he asked. “How much 
have we given as capital funds for the 
building of needed additional facilities ? 
How much do we give annually toward 
the maintenance of these institutions ? 
Toward their research programs? 
Toward nurses’ training? Philanthropy 
of this kind by our members should be 
encouraged and our association should 
know how helpful they have been in 
these areas.” 


Reads Statement by Black 


Mr. Bartels then read a statement 
made by S. Brace Black, chairman of 





MILLARD BARTELS 


“Our accomplishments have been glor- 
ified by some and discounted by others. 
At the moment there seems to be a lull 
in the storm; we find ourselves in a 
temporary quiet—much like the eye of 
a hurricane.” 





the board, Liberty Mutual, at the asso- 
ciation’s annual meeting in Dallas this 
year. He quoted Mr. Black as follows: 

“Real protection is much more than re- 
imbursement for losses: it means pro- 
tection from losses, it means prevention 
of fires, it means prevention of accidents 
that cause losses, it means minimizing 
the disabilities resulting from injuries 
through medical care and rehabilitation, 








R. J. KEANE. Ine. 


110 E. 42nd Street, New York 17, N. Y. 
PHONE: YUkon 6-0230 


Ask for ART REITANO, AL NASSAU or BOB KEANE 


AVAVaA 


All forms of Accident & Sickness—Special Risks, Trip 
Insurance, High Indemnity A. D. & D. — Group 
Travel — Major Medical, etc. 


VaAvayv 


Representing the following companies as 
General Agents exclusively for 
Accident &°? Sickness Lines 


AMERICAN CASUALTY CO. of READING 


MASSACHUSETTS CASUALTY INSURANCE CO. 
of Boston, Mass. 


AETNA INSURANCE CO. of HARTFORD 
PEERLESS INSURANCE CO. of KEENE, N. H. 


it means concern with the total cost of 
protection both for losses and for ex- 
penses.” 

Another item of concern that was 
mentioned at the Dallas meeting, Mr. 
Bartels brought out was a remark made 
by Dr. Blasingame of the American Med- 
ical Association. 

“Better nursing home facilities for 
long-term care of the aged, especially 
those over the age of 75, constitute the 
most urgent health care need before the 
nation today,” the doctor had said. 

“Of the 14,000 nursing homes in the 
country, fewer than 40% are members 
of professional nursing home associa- 
tions. Most are privately owned and 
50% of the patients are being paid for 
with public funds. The average skilled 
nursing home has 25 beds and the cost 
per patient is about $6 to $8 per day. 
The average age of people in nursing 
homes is 80, and 90% are over age 65. 
The, relationship of this facility for care 
to the’ problems of our older people is 
readily discernable.” 

Mr. Bartels stressed that this is an 
area where doctors, hospitals and health 
insurers should work together with the 
proper kind of representation of the 
nursing home business. “It is necessary 
to develop standards for qualification, 
operation and use,” Mr. Bartels said. 
“The determination of need by location 
must be made.” He continued: 

“Under some conditions we could be 
helpful in providing nursing home care 
in conjunction with a hospital, possibly 
with the help of Federal funds. In other 
areas it might be wise to participate in 
financing expansion of this service in 
coordination with the provisions of the 
small business loan program. 

“A co-operative study of this sort 
should provide a way of controlling 
over-use, Certainly this kind of co- 
operative effort to preserve not only the 
principle of private care but also the 











HOME OFFICE 
CASUALTY 
CLAIMS EXAMINER 


Large multi-line company in need 
of examiner with at least 10 years 
experience in all casualty ion 
This position offers opportunity to 
advance and grow with a success- 
ful organization. Send resume out- 
lining experience, education and 
desired salary to: Box 2853, The 
Eastern Underwriter, 93 Nassau 
St., New York 38, N. Y. 











private handling of the cost of care has 
advantages and should be worthy of our 
attention.” 

In closing, the speaker urged further 
advancement in rehabilitation, health 
education, accident prevention and dis- 
couragement of inflation. He praised 
Metropolitan Life for its work in pro- 
moting health insurance knowledge and 
warned that inflationary trends are par- 
ticularly disastrous to retired people. 
“They serve to erode the savings and 
fixed investments of these people,” he 
stated, “and to lessen the value of the 
health insurance coverage which they 
own.” ; 





U. S. Social Order Must Not 
Be Rigid, Young Tells HIAA 


DR. RONALD C. S. YOUNG 


Chicago, Oct. 25.—The greatest trag- 
edy that could befall America would be 
for neutral and new nations to be given 
the impression that “our way of life per- 
petuates the ruling ‘haves’ to the exclu- 
sion of the ‘have-nots,’” Dr. Ronald C. 
S. Young told HIAA’s individual insur- 
ance forum today. 

A rigid social order “is not the ham- 
pering factor for the youth of America 
that it is abroad,” said Dr. Young, 
and that is why there is a constant 
stream of migration to this country 
where “we note a steady climb from ob- 
scure beginnings to places of leadership 
in all phases of American life.” 

The lecturer, a doctor of philosophy, 
appeared through the courtesy of Gen- 
eral Motors Corp. as the featured speak- 
er at the annual forum luncheon. 


ATLANTIC COS. NAME MATTHEI 


Donald V. Matthei has been named 
casualty special agent in the Cincinnati 
office of the Atlantic Companies (At- 
lantic Mutual and Centennial Insurance 
Co.), Philip F. Ruth, vice president and 
general manager of the companies mid- 
west division, announced. 
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No Early Resolution 
On Aged Health Care 
GLENN OF LIAA _ PREDICTS 
Life Managers Assn. of Greater N. Y. 
Told Action Will Await Political 


Pressure In 1962 








With the thought that present legisla- 
tion in the old age medical care fie.d is 
at least helpful in that it gives time for 
further study and evaluation, Henry R. 
Glenn, general counsel for the Life In- 
surance Association of America, this 
Tuesday (October 25) at the Commodore 
Hotel, New York City, told the Life 
Managers Association of Greater New 
York that the LIAA does not anticipate 
the resolution of the subject eariy in 
the next Congress, 

Seager he pointed out, “it is more 
likely that further action in this field will 
undoubtedly await the political pressures 
of the next Congressional election year 
two years from now.” Admitting that it 
was a difficult subject to pinpoint, the 
speaker stated: 


The ‘What Have You’ Category 


“There are those who believe that the 
Forand-type legislation would eventually 
be the death knell of privately furnished 
insured medical care. There are those 
who believe with equal fervor that a 
state- administered system, even though 
it contemp! ates contracting out for pri- 

vate insurance on a subsidized basis, 
based in part upon some income test, 
would prove to be cumbersome and might 
eventually even prove to be unworkable. 

“Another school of thought suggests 
that the whole subject deserves much 
greater study in order to determine just 
what are the medical needs of the aged. 
For example, is it hospital care, nursing 
care, rest-home care or what have you? 

“In the ‘what have you’ category, there 
are perhaps those who insist upon self- 
determination, without governmental in- 
tervention, as to the way to mix a mar- 
tini when they get a cold. And there are 
those who believe that the assistance pro- 
gram which was enacted, limited though 
it is, represents substantial victory for 
those opposing Forand-type legislation.” 


A Hot Issue 


“Social Security,” Mr. Glenn observed, 
‘is always a popular es yr vehicle 
during an election year. I need not tell 
you, | am sure, that the issue of medical 
care for the aged has proven to be one 
of the hottest political issues of 1960. 
This issue has an important bearing on 
the market for insured health coverages. 

“The legislation enacted, which pres- 
ently ties medical care to the old-age 
assistance program as administered by 
the states and also establishes a new 
health program for those not eligible 
for OAA, based upon need as determined 
by the states, falls far short of the pro- 
grams which were sponsored by both 
presidential candidates.” 

In conclusion he emphasized that “the 
basic difference between the two parties 
was whether medical care for the aged 
should be provided through Forand-type 
legislation supported by payroll taxes 
and centrally administered or whether 
this care should be furnished through 
state programs supported in part from 
general revenues which, in turn, would 
contemplate contracting out the program 
through private insurance coverage.’ 


Mich. Enacts Federal-State 
Medical Aid-to-Aged Plan 


The Michigan Legislature has passed, 
and Governor Mennen Williams has 
signed, a new statute to provide for 
matching state-Federal funds for financ- 
ing the medical care of the aged. The 
new law expands medical services for 
an estimated 60,000 persons over 65 who 
are currently receiving Old Age Assist- 
ance. The new law also provides for 
service equal to Blue Cross-Blue Shield 
Standards for an additional 60,000 per- 
sons who are not covered by state as- 
sistance but who may be classified as 
“medically needy.” Estimated cost of 
the program is $11,000,000 with the Fed- 
tral contribution about $7,000,000. 





‘Health Insurance’ Replaces 


‘A. & S.’ at Met. Life 


Metropolitan Life in the future will 


use the term “health insurance” in- 
stead of “accident and sickness insur- 
ance” for those forms of insurance pro- 


viding benefits for disability or for hos- 
pital, surgical and medical expenses. 

The change in terminology was rec- 
ommended by the committee on health 
insurance terminology, which functions 
as a part of the Commission on Insur- 
ance Terminology of the American As- 
sociation of University Teachers of In- 
surance. 








Royal Banner 
© MEDICAL- 


° HOSPITAL. 


With Special Rene 


HARMELIN’S SPEAKING DATES 

William Harmelin, agency supervisor 
in Harmelin Agency, New York, spoke 
to the Atlanta Life Underwriters As- 
sociation on Oct. 20 on “Disability In- 
surance in the Business Buy-Out Agree- 
ment.” 

On Nov. 14 he wi!l address an agency 
meeting of the Austin & Schulman Agen- 
cy of Aetna Life in Brooklyn, his sub- 


jejct being “Opportunities for the Life 
Man in the Health Insurance Field.” On 
Dec. 14 he will appear before the New 
Haven Life Underwriters Association. 
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Plan 
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wal Protection 


look to COMBINED 


for the highest 
standards in A&H 


* Remarkable new individual or family 
coverage you can carry with pride into 
most every home in your area. 





Minnesota Senior Citizens 


Enroll in Blue Shield Plan 


Minnesota Blue Shield’s senior citizen 
voluntary prepayment plan opened for 
enrollment during the month of October. 
The plan provides medical-surgical cov- 
erage at a premium of $2.95 a month 
without requiring a physical examination. 
During the first enrollment period this 
year some 10,000 Minnesotans 65 and 
older signed up, Dr. Richard R. Cran- 
mer, executive director, said. 

Dr. Cranmer also stated that some 108,- 
000 of the 340,000 Minnesotans over 65 
are without health care or insurance. 





more, special renewal protection is afforded. 
This is undoubtedly the flexible, saleable 
coverage you’ve been wanting, to attain 


your goal in A&H. 


Both programs in Combined’s Royal Ban- 


ner Plan, Medical-Surgical and Hospital- 
Surgical have many liberal features, in- 
cluding extra benefits for anesthetist fees. 


All benefits are payable in addition to 
workmen’s compensation or any other in- 
surance — anywhere in the world! What’s 


COMBINED 


GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 
Combined Insurance Company of America, Chicago; 
Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 


You can set your sights high with 
Combined’s Royal Banner Plan because its 
potential is unlimited. And so is yours— 


with 100% backing from the Combined 


Name 


Combined Insurance Co. of America, Dept. 86 
5050 Broadway, Chicago 40, Illinois 


Please send details about Combined’s new Royal 
Banner Plan and how we can qualify to sell it. 


Group, who’s business is A&H—only A&H. 
We'll be glad to give you full particulars, 
if you’ll mail the coupon below. Do it today! 
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AWARDED AMVET CONTRACT 


All American L. & C. to Carry Group 
Life Insurance Program for 
Veteran’s Organization 

All American Life & Casualty, Chi- 
was awarded the contract as car- 





cago, 
rier for the group life insurance program 
for members of AMVETS and AM- 
VETS auxiliary at their 1990 National 
AMVETS convention held at Miami 
Beach, August 22-28. 

The national officers and the special 
insurance-membership committee who 
secured this program for AMVETS 
feel that this is one of the most signi- 
ficant steps that the national organization 
has been able to take on behalf of its 
membership. Enrollment in the plan will 
be achieved through a national mailing 
campaign which will officially open No- 
vember 1, and extend through December 
21. This is the second big veteran group 
case to be awarded to All American, In 
1959, after two years of study by their 
insurance committee, the Jewish War 
Veterans selected All American as car- 
rier for their group insurance. This case 
will insure an excess of 50,000 lives. 

Walter E. Goodman, vice president of 
All American and head of its Group 
Department, who has specialized in 
group work for the past 25 years, stated: 
“There were many companies bidding 
for these group cases and it is indeed 
gratifying that our company has been 
able to best meet the needs of these 











WALTER E. GOODMAN 
veteran groups and has been awarded 
their business.” 

Leonard Davis & Co. of New York 
and Washington, D. C. consultants for 
employe benefit programs, will administer 
the plan from their Washington office. 
These administrators are well known 
nationwide for their promotional work 
for large organizations. 





HIAA Publishes Study By Follmann 


The Health Insurance Association of 
America has published an 88-page book- 
let ‘ ‘Drugs, Their Cost, And Health In- 
surance’ by Joseph F. Follmann, Jr., di- 
rector of information and research for 
the HIAA, 

Mr. Follmann in this booklet reviews 
the present status of the use of drugs 
“in the complete spectrum of medical 
care; including pertinent background 
facts, known data with respect to the in- 
cidence and cost of the use of drugs and 
medicines, and know n insurance or pre- 
payment experience.’ 

In their consideration of the present 
and future costs of insuring prescribed 
drugs and medicines, Mr. Follmann be- 
lieves insurers must pay heed to the 
“salient role played by the physician” 
and the “attitude of the patient.” He 
states further that public discussion on 
the cost of drugs and the “justification 
or lack of justification of the present 
levels of costs” are other factors in 
which “conflicting expressions of opinion 
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must be weighed and examined.” 

After exploring those “areas of con- 
sideration,” the author near the close of 
his study comes to the conc.usion that 
“the role which insurance or prepayment 
should play in offering protection against 
the cost of drugs is not yet resolved.” 

Mr. Follmann believes “more experi- 
ence by insurers, both in breadth and 
depth, is needed.” He goes on to state 
that “the question of the degree of pub- 
lic demand and willingness to pay for 
such protection, as well as the degree of 
protection desired, is not yet known. 
The finding of a pattern at once com- 
mensurate with modern medical care, 
public willingness to pay, and sound in- 
surance principles will require experi- 
mentation, time and patience.” 

Acknowledgement i is made by Mr. Foll- 
mann to the following people in review- 
ing his study in mz unuscript form and 
offering he!piul comment: Odin W. An- 
derson, Health Information Foundation; 
William F. Apple, American Pharma- 





Webb Honored at 50th Anniversary 


L. N. Webb, executive vice pres-dent, 
Provident Life & Accident, Chattanooga, 
was honored recently on completion of 
50 years of continuous service in a cere- 
mony he!d at the home office. 

A diamond-centered 
Provident’s 73 year 


50-year service 
second in 
history, was presented by President R. 
L. Maclellan. Only one other person has 
Provident’s 
award. The company’s late board chair- 
man, R. J. Maclellan, was presented the 
special pin in September, 1955. 

President R. L. Maclellan 


Mr. Webb’s half-century of service and 
his contributions to the company’s prog- 
ress and paid tribute to him for h’s active 
part in Provident’s rise to a leading posi- 
tion among insurance institutions. 

Mr. Maclellan stated: “Mr. Webb's 
contributions to the Provident organiza- 
tion are too numerous to be listed. I 
would, however, single out three, among 
others, which have meant so much.” 

He listed these contributions as “judg- 
ment ... based upon integrity, respon- 
sibility, “and honesty; loyalty, both to 
the institution and to ‘the men and wom- 
en who make up the company; and 
team p'ay. It is to the development ot 
a great Provident team that we owe 
much to you,” he told Mr. Webb. 

The ceremony was held following a 
special luncheon which was attended by 
members of the Provident Quarter Cen- 
tury Club, the board of directors, per- 
sonal friends, and Mr. Webb’s son and 
daughter-in-law. 

Mr. Webb joined the company Octo- 
ber 1, 1910. He became associated with 
claim work almost from the beginning, 
and successively served as claim depart- 
ment manager and assistant vice pres- 
ident and claim manager, claim depart- 
ment, Later he was promoted to com- 
pany vice president, assuming broader 
administrative duties. He was advanced 
to vice president and secretary in 1951 
and to his present post of executive vice 
president in 1954. He is a member of the 
executive committee and board of di- 
rectors. 


pin, the 


received 50-year service 


reviewed 


ceutical Association; George Bugbee, 
Health Information Foundation; Donald 
Cody, New York Life; Leonard W. 
Martin, American Medical Association; 
Daniel Pettengill, Aetna Life; Dr. Austin 
Smith, Pharmaceutical Manufacturers 
Association, and Steven D. Williams, 
Connecticut General Life. 


cooperative spirit. 


L. P. MATTHEWS 
Vice President 


45 JOHN STREET 





Congratulations 


to our four Home Office A. & H. department execu- 
tives who have recently won promotion and who 
help this agency always with their fine service and 


We salute: 


W. E. LAPHAM and J. H. SCHROEDER 


both advanced to assistant vice presidents. 


JAMES R. GARRETT, 


Manager, Eastern A. & H. Department 


NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers’ Office 


REctor 2-4567 





L. N, Webb, left, receiving congratu- 
lations from R. L. Maclellan. 





Federal Life & Casualty 
Announces New A. & H. Plan 


Federal Life & Casualty of Battle 
Creek, has announced a new 5-way 
group protection plan at its recent 
agency convention at the Alpine Inn in 
Quebec, Canada. 

Designed for companies with ten or 
more employes, the new plan features 
Group life insurance up to $20,000; ac- 
cidental death and dismemberment bene- 
fits up to $80,000; weekly accident and 
sickness coverage and a basic hospital- 
surgical-medical plan with supplemental 
major medical. 

As an added option, the employer may 
also include a profit sharing plan as a 
part of his Group wel fare program. It 
is believed that the: inclusion of a profit 
sharing plan is a “first” in the Group 
Insurance field. 





Continental Casualty Names 


Olson A. & H. Gen’l Agent 


Ross D. Heins, vice president of Con- 
tinental Casualty, has announced the ap- 
pointment of Conrad W. Olson as gen- 
eral agent for Continental’s commercial 
accident and health division. : 

Conrad (Connie) Olson, a native of 
Jamestown, N. Y., 46°38 well-known fig- 
ure in the insurance business since 1945. 
The Conrad W. Olson Insurance Agency, 
located in Jamestown, is one of the 
community’s progressive mu ‘tiple line in- 
surance offices, and for the past five 


years, has served residents of James- 
town with their complete insurance 
needs. 


L. B. MULLINS 
Vice President 


INC. 


NEW YORK 38, N. Y. 











Octot 








60 


—— 


October 28, 1960 

























Hardly any group is too small to get insurance 
under The Travelers umbrella! If four or more people are em- 


ployed in your client’s business—the minimum number varies from state to state—The Travelers has a new 
package of benefits for him and his employees. q Life Insurance, Accidental Death, Weekly Disability 
Income, Hospital, Medical, Surgical and Major Medical benefits are available in most states. q Amounts 


of insurance are liberal. Administrative features are simple and streamlined. The cost is low. q Ask your 


THE TRAVELERS 


P.S. How about this plan for your own agency? Insurance Companies Hartroro 15, CONN. 


Travelers man about the employee plan for ‘Four or More.” 
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Advertising that Helps Agents 


“New York Life advertising is de- 
signed to present the kind of mes- 
sages that will create the sales 
climate in which you, individually, 
can do the best possible job. This is 
a major effort every year. Many of 
you have told us how advertising 
backs you up individually and per- 
sonally.” The words are those of 
Raymond C. Johnson, vice presi- 
dent in charge of marketing, speak- 
ing to the New York Life field force. 


Here is one illustration demonstrating 
how the company’s advertising builds 
prestige and creates a favorable sales 
climate for Nylic agents. In answer to 
requests from parents, teachers, and 
young people who have read the dis- 
tinguished career series ads, the com- 
pany has distributed more than 35 
million booklets covering such careers 
as doctor, lawyer, engineer, forester, 
public relations man. Now in its eighth 
year, this series has already presented 
more than forty different careers. In 
1959 alone the company distributed 5% 
million career booklets. 

How does such a campaign help 
sales? The answer coines from scores 
of Nylic agents. They find the campaign 
is distinctive, has stature with parents 
who are currently among the best pros- 
pects for life insurance, and is condi- 


tioning American youth to think fa- 
vorably toward New York Life. 


Stature with Prospects 


One agent tells the story of a parent 
who said: “Yesterday when my son 
read your advertisement, he under- 
stood for the first time what it is that 
I do. Your ad gave me and my boy some 
common ground on which we could get 
together and discuss his plans for a 
business career.” 

In 1959 this campaign received the 
Freedoms Foundation award for “an 
outstanding contribution to a better 
understanding of the American way of 
life.” Also in 1959, for the seventh con- 
secutive year, the career series of New 
York Life has been given recognition 
by The Saturday Review of Literature 
as “distinguished advertising in the 
public interest.” 


Product Campaign 


But the career series is just one part 
of the over-all New York Life adver- 
tising program today. The company 
points out there are 17 different cam- 
paigns aimed at different markets and 
telling a hard-sell story about different 
Nylic products—ordinary life, group 
insurance, business coverage, accident 
and sickness insurance, and others. For 
special markets, copy and media are 
selected for the farmer, the employer, 
the business and professional man. 

Most important of the product series 
are those advertisements which ham- 
mer away at the importance of ordi- 
nary life insurance as the cornerstone 














of a man’s financial estate. Copy in 
these ads repeatedly asks, “How much 
life insurance is enough?”, and tells the 
reader that only his agent after a care- 
ful analysis of needs can answer that 
question. This ad series repeatedly 
drives home the message that “basic 
financial security is vital to every fam- 
ily and nothing provides it as surely, as 
quickly, as life insurance.” 


65 Million Copies 


This product series appears in Life, 
Look, Post, and Time; such Sunday 
supplements as This Week, Parade, 
Family Weekly, and in some 50 daily 
newspapers. Through these combined 
media each Nylic message is published 
in 65 million copies. 

The prime purpose of the campaign 
is to help agents sell. The agent is con- 
stantly encouraged through sales pro- 
motion and sales training to identify 
himself with company advertising. Ev- 
ery ad carries a message in the logo- 
type reminding the reader: “The New 
York Life agent in your community is 
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a good man to know.” 


Agents Get Results 


The agent who does identify himself 
with the advertising gets results. Here 
are just two examples. Mack Ball, 
Nylic manager in Houston, Texas, 
writes: “Here are the results on our 
promotion of LOOK Magazine mailers 
with the Nylic advertisement: 119 re- 
prints mailed, 11 applications for $106,- 
000 sold, 6 agents produced business. 
Almost $1,000 of business was sold for 
every reprint mailed. Needless to say, 
we are all mighty pleased with these 
results.” 

Bob Lewis, agent in New Jersey, 
writes that he had made an initial call 
on a prospect to sell Whole Life with 
the new Guaranteed Insurability Op- 
tion. He continues: “On the call back 
the prospect mentioned that he had re- 
cently seen our ad in LOOK illustrated 
with the hour glass. The close and the 
check for the annual premium fol- 
lowed immediately. The ad had helped 
to condition the prospect favorably.” 


LOOK 


story told with warmth, understanding, and. wonder. 


Reaching into 16,850,000 households with a single issue 
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